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the  1990s,  so  a  trip  to  CHEMEX  will 
make  sure  that  you  don't  get  left  behind... 

Retailer,  buyer,  specifier.. ..whatever  your 
position  or  interest,  CHEMEX  brings 
together  all  aspects  of  the  industry,  under 
one  roof. 
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Telephone  081-302  7215  or  complete  and  return  the  coupon  below  for  your  complimentary  ticket. 
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This  week  Crookes  Healthcare  have  announced  that  on 
September  21  they  are  to  move  their  Nottingham  office  to 
a  site  separate  from  their  parent  company,  Boots.  At  the 
same  time  they  have  taken  the  opportunity  both  to 
underline  their  progress  from  number  53  to  number  one 
in  healthcare  —  depending  on  which  market  research 
company  you  speak  to  —  and  to  emphasise  their  support 
for,  and  belief  in,  pharmacy  and  pharmacists  as  the  key  to 
High  Street  healthcare. 

"How  many  times  have  we  heard  that  before?"  has  been 
pharmacists  clarion  call  before,  and  could  be  again, 
especially  when  a  company  has  its  feet  in  the  grocery 
camp  with  its  non-P  brands.  Indeed  a  letter  from  a 
subscriber,  that  arrived  as  we  were  going  to  press, 
complains  that  even  a  company  such  as  Marion  Merrell 
Dow,  that  has  a  policy  of  only  selling  its  GSL  brands 
through  pharmacies,  has  failed  to  keep  Superdrug  at  bay. 
And  further,  that  products  launched  through  pharmacy 
into  the  High  Street,  both  medicines  and  non-medicines, 
invariably  end  up  with  "les  autres"  when  market 
expediency  dictates.  Few  manufacturers  would  argue  with 
this  prognosis.  But  most  would  also  point  out  the  extent 
of  their  support  for  pharmacy  and  the  oft  comparative  lack 
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of  support  they  receive  in  return. 

Crookes  Healthcare  are  spending  £29  million  this  year 
supporting  brands  above  and  below  the  line.  Some  of  that 
support  comes  as  training  for  pharmacists  and  their 
assistants  through  roadshows  —  so  far  Crookes  have 
reached  some  15,000-plus  pharmacy  staff  over  five  years. 
And  they  are  not  alone  in  such  reach-out.  Companies  also 
direct  information  at  consumers  through  leaflets  at  POS, 
quite  apart  from  brand  advertising  in  the  Press,  and  on  TV 
and  radio,  often  for  P  products.  They  often  complain 
pharmacists  do  not  take  advantage  of  such  advertising. 

There  can  be  little  doubt  that  most  companies,  given 
the  choice,  would  endorse  the  pharmacy  route  for 
medicines.  For  instance  these  words  come  from  Crookes: 
"Pharmacists  are  the  first  line  of  defence  in  healthcare 
and  the  treatment  of  common  ailments;  Government 
initiatives  will  bring  more  people  into  the  pharmacy;  CPs 
should  divert  patients  not  requiring  medical  input  to 
pharmacy."  Crookes  propose  to  encourage  these 
statements  to  become  fact.  Pharmacists  would  do  well  to 
take  advantage  of  these  and  similar  offers  from 
like-minded  companies  to  benefit  from  the  OTC  undertow 
that  is  currently  flowing  in  their  favour. 
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RIP  asks  for  meetings 
with  PSNC  and  NPA 


Hassan  Argomandkhah,  the 
Liverpool-based  founder  of  the 
pressure  group  Rescue  the 
Independent  Pharmacist  (RIP), 
has  written  to  the 
Pharmaceutical  Services 
Negotiating  Committee  and  the 
National  Pharmaceutical 
Association  to  ask  for  talks. 

In  letters  to  both  David  Sharpe 
and  Tim  Astill,  he  asks  for  a 
meeting  to  discuss  the  current 
situation  and  the  possible  role  of 
RIP  in  future  remuneration 
negotiations. 

PSNC's  Steve  Axon  said  he  had 
received  the  letter  and  would  be 
reporting  it  to  the  next  meeting 
of  PSNC  on  September  2. 

The  movement  has  gained  in 
momentum  since  a  second  letter, 
and  a  news  item  covering  the 
formation  of  RIP,  appeared  in 
C&D  last  week  (p312,  324).  The 
92  enquiries  received  between 
Saturday  and  Tuesday,  has 
prevented  him  from  doing 
anything  other  than  answering 
the  phone  and  writing  letters,  Mr 
Argomandkhah  told  C&D. 

"I  have  been  overwhelmed  by 
the  support  that  I've  received 
from  pharmacists  from  all  walks 
of  life,  some  of  them  have  been 
past  or  present  members  of  LPCs 
or  the  NPA,  who  have  asked  me  to 
clarify  the  direction  in  which  RIP 
is  heading,"  he  says. 

Mr  Argomandkhah  points  out 
that  the  main  aim  of  RIP  is  to 
serve  its  membership  with  "total 
honesty  and  democracy".  Any 
independent  pharmacist,  whether 
a  member  of  an  LPC,  NPA,  PSNC, 
or  "just  a  concerned  independent 
like  me"  are  eligible  to  join,  he 
adds. 

Mr  Argomandkhah  stresses 
that  RIP  is  not  seeking  to 
fragment  the  profession  but  to 
ensure  that  it  puts  on  a  united 
front. 

"If  any  group  or  association 


was  hoping  for  a  split  within  our 
ranks  so  they  could  negotiate 
their  own  remuneration,  I'm 
sorry  but  they'll  have  to  put  their 
champagne  on  ice,"  he  says. 

Mr  Argomandkhah  has  also 
put  forward  initial  ideas  for  an 
agenda  for  the  new  group.  This 
would  be  proposed  by  the 
membership  and  voted  on 
nationally. 

Some  of  the  RIP  members 
could  then  stand  for  election  to 
different  levels  of  LPCs,  NPA, 
RPSCB  Council  and  PSNC,  Mr 
Argomandkhah  explains.  Once 
elected  they  could  then  try  and 
change  the  direction  these 
committees  are  taking  and  move 
towards  a  more  positive  future  for 
community  pharmacy. 

Initial  proposals 

From  his  own  views  and  those  of 
colleagues,  Mr  Argomandkhah 
has  come  up  with  the  following 
initial  proposals,  which  he 
stresses  are  not  exhaustive. 


•  All  negotiations  to  be  relayed  to 
membership 

•  PSNC  regional  members  to 
report  monthly  to  contractors 

•  NPA  to  change  direction  or 
loose  seats  on  PSNC 

•  PSNC  members  to  disclose  any 
business  interests  outside 
community  pharmacy  which  may 
affect  their  decision 

•  PSNC  members  for  each  region 
to  be  NHS  contract  holders 

•  Freeze  on  additional,  extended 
roles  until  all  previous  pay 
settlements  are  sorted  out 

•  Global  sum  to  be  used  for 
professional  fees  only  and  all 
extended  roles  to  be  funded 
separately  by  DoH  so  fair 
competition  could  be  achieved 

•  Presentation  of  a  united  front 
at  negotiations  with  the  DoH. 

Anyone  who  would  like  to 
contact  Mr  Argomandkhah  or  to 
add  their  views  to  the  agenda  can 
contact  him  at  1,  Green  Lawn, 
Huyton,  Liverpool  L36  1YA. 
Tel/fax:  051-487  7618. 


151  in  third 
wave  trust 
status  bid 

The  Department  of  Health  has 
confirmed  that  151  hospitals  and 
other  NHS  Units  in  England  and 
Wales  have  applied  to  join  the 
third  wave  of  self-governing 
trusts  to  be  created  in  April. 

Health  Minister,  Dr  Brian 
Mawhinney,  has  written  to  all 
remaining  non-trust  hospitals 
and  health  units  inviting  them  to 
join  a  fourth  wave  of  trusts. 

The  increasing  interest  in 
self-governing  trust  status  has 
prompted  speculation  that  there 
may  be  a  reorganisation  of  the 
management  of  the  NHS. 

Secretary  of  State  for  Health, 
Virginia  Bottomley,  has  said  that 
the  management  executive  is 
reviewing  arrangements  for 
monitoring  the  performance  of 
trusts  (Financial  Times,  August 
21). 

One  option  is  to  create  a  new 
management  structure  by 
merging  the  executive's  regional 
offices  with  the  regional  health 
authorities.  Mrs  Bottomley  said 
that  no  decision  had  yet  been 
taken. 


Clwyd  pharmacies  trial  smoke  machines 


Four  pharmacies  in  Clwyd  are 
taking  part  in  a  trial  of  Smoker 
Lyzers,  machines  which  measure 
carbon  monoxide  in  expired  air 
and  give  smokers  an  indication  of 
the  damage  they  are  doing  to 
their  health. 

The  machines,  which  are  on 
loan  to  Clwyd  Family  Health 
Services  Authority  from  the 
Welsh  School  of  Pharmacy  in 
Cardiff,  have  been  installed  in 
pharmacies  in  Rhyl,  Flint, 
Deeside  and  Shotton. 

Julia  Hobbs,  head  of  health 
promotion  at  the  FHSA,  said  she 
felt  that  lending  the  machines  to 
community  pharmacies  was  an 
important  first  step  for  the  FHSA 
in  their  moves  to  involve 
pharmacy  contractors  in  health 


promotion. 

She  found  a  visit  to  a  local 
pharmacy  "quite  an  eye  opener", 
she  said,  adding  that  she  was 
amazed  at  the  number  of  people 
who  came  into  the  pharmacy  to 
ask  for  advice. 

"We  have  such  a  great 
opportunity  here  because 
pharmacists  are  seeing  people 
who  are  ostensibly  healthy,"  she 
told  C&D. 

When  a  pharmacist  in  the  area 
takes  on  a  Smoker  Lyzer,  the 
FHSA  writes  to  all  CPs  within  a 
ten  mile  radius  to  tell  about  the 
service  and  to  encourage  them  to 
send  their  patients  along,  Ms 
Hobbs  explained.  Posters  have 
been  designed  for  pharmacies 
and  doctors'  surgeries. 


CPP:  'Visiting  the  housebound"  pack 


The  College  of  Pharmacy  Practice 
has  been  awarded  a  contract  to 
prepare  learning  material  on 
visiting  the  housebound.  The 
£34,000  project  has  been  funded 
by  the  Centre  for  Pharmacy 
Postgraduate  Education. 

For  the  purposes  of  the  project, 
the  housebound  are  defined  as 
the  elderly,  those  with  disabling 
diseases,  especially  chronic  heart 
and  lung  diseases,  cystic  fibrosis, 
agoraphobia  and  those  recently 
discharged  from  hospital. 

The  learning  materials  will  be 
"stand  alone",  to  be  undertaken 
by  community  pharmacists  at 
their  own  pace  and  time,  says  the 
CPP.  Learning  material  will  be 


prepared  as  a  workbook  which 
will  include  questions  for 
self-monitoring  and  assessment. 
There  will  also  be  a  final 
assessment  scheme. 

There  will  be  linkage  with  the 
Patient  Medication  Records,  the 
Residential  Homes  and  the  Care 
of  the  Elderly  distance  learning 
packages. 

The  management  team  will  be: 
Elaine  Bartlett  (Community 
Services  Pharmacists  Group), 
Hilary  Temple  (Hilary  Temple 
Associates,  Coventry),  Rosemary 
Mitchell  (CPP),  Alan  Crabbe 
(community  pharmacist)  and  a 
member  to  be  nominated. 

The  CPP  sees  three  main  areas 


where  community  pharmacists 
can  contribute  to  the  general 
healthcare  of  the  housebound: 

•  Compliance  —  especially  with 
those  patients  who  are  confused 
or  who  are  taking  a  number  of 
medicines. 

•  Side-effects. 

•  Response  to  the  minor  medical 
health  problems  of  the  house- 
bound. 

The  CPP  points  out  there  are 
several  concerns  about  visiting 
the  housebound.  They  must  be 
protected  from  unscrupulous 
visitors  and  the  bona  fide  visitor 
must  have  the  social  skills 
necessary  to  deal  with  the  lonely 
and  the  frightened. 


The  FHSA  has  also  provided  a 
number  of  smoking-related 
health  information  leaflets  to  the 
pharmacies  who  have  the 
machines  installed  so  they  they 
can  give  them  to  people  asking 
for  advice. 

Robert  Bowden,  who  has  a 
Smoker  Lyzer  in  two  shops  in  the 
area,  told  C&D  that  the  scheme 
had  been  generally  well  received. 
He  said  it  was  a  very  worthwhile 
exercise  that  he  was  pleased  to  be 
involved  with. 

"It  really  is  a  way  of  indicating 
to  smokers  the  damage  they  are 
doing  to  themselves,"  he  said. 

Following  the  success  of  this 
project,  Clwyd  FHSA  are  now 
looking  at  setting  up  a 
representative  group  to 
spearhead  the  involvement  of 
community  pharmacists  in 
health  promotion.  Ms  Hobbs  is 
shortly  to  write  to  the  Local 
Pharmaceutical  Committee 
asking  for  their  support. 

The  FHSA  envisages  that  this 
group  will  be  putting  together  a 
package  of  information  for 
pharmacists  to  use  in-store.  This 
will  show  how  they  can  get 
involved  in  major  health 
promotion  areas  such  as  smoking 
cessation  and  dietary  advice. 

A  facilitator  may  then  go  to 
each  pharmacy  to  discuss  how 
different  health  promotion 
messages  can  be  put  across. 

The  FHSA  also  wanted  all 
healthcare  workers  to  pass  on  the 
same  message,  Ms  Hobbs  said: 
"We  need  to  make  sure  we  are  all 
saying  the  same  things." 
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A  community  pharmacy  for  MPs  in  the  Commons' 


The  needs  of  MPs  for  over  the 
counter  medicines  and  toiletry 
items  could  lead  to  a  call  for  a 
pharmacy  in,  or  near  the  House 
of  Commons,  if  an  article  in  The 
Mail  on  Sunday  (August  23)  is 
correct. 

According  to  the  piece  in  the 
"Black  Dog"  section,  women  MPs 
have  complained  for  some  time 
that  "there  was  nowhere  to  buy 
tights  when  they  laddered  their 
hosiery  in  the  excitement  of  a 
parliamentary  debate". 

Serjeant-at-Arms  Sir  Alan 
Urwick,  is  gallantly  coming  to 
their  aid,  the  paper  suggests.  He 
is  said  to  have  asked  Westminster 
FHSA  to  reconsider  a  decision 
preventing  Boots  from  setting  up 
in  nearby  Bridge  Street. 

"Demands  for  immediate 
hang-over  cures,  and 
prophylactics  (let  alone  tights) 
would  be  overwhelming!"  says 
the  paper. 
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Consumers 
'loyal'  to  one 
pharmacy 

Some  60  per  cent  of  consumers 
are  "loyal"  to  one  main  pharmacy 
and  while  convenience  is  the 
main  reason  for  using  a 
particular  pharmacy,  quality  of 
service  such  as  friendly  assistants 
counts  where  consumers  have  a 
choice  of  convenient  pharmacies. 

These  findings  are  among 
those  published  in  a  new  report 
—  "Consumer  expectations  of 
Community  Pharmaceutical 
services". 

The  report  was  commissioned 
by  the  Department  of  Health  and 
conducted  jointly  by  Aston 
University's  Pharmacy  Practice 
Research  Group,  and  Midland 
Environment  Limited. 

Among  other  things,  it  reveals 
that  nearly  three  quarters  of 
consumers  think  its  the 
pharmacist's  job  to  advise  on 
treating  ailments  and  73  per  cent 
of  the  respondents  have  asked 
their  pharmacist  for  advice. 

About  half  of  people  surveyed 
have  noticed  leaflets  on  health  in 
their  pharmacies  but  only  a 
quarter  have  actually  taken  them 
away  to  read. 

The  report  covers  a  wide 
spectrum  of  social  and  consumer 
research  topics  from  who  uses 
pharmacies  and  why,  to  ratings  of 
satisfaction  with  prescription 
dispensing. 

The  potential  uptake  of 
diagnostic  services  such  as  blood 
cholesterol  and  pregnancy 
testing  is  also  examined. 

Copies  of  the  report  are 
available,  priced  £15  including 
packing  and  postage  from  Dr  J.K. 
Jesson,  Pharmacy  Practice 
Research  Group,  Aston 
University,  Aston  Triangle, 
Birmingham  B4  7ET. 


Doctor  dispensing  on  the 
increase,  says  OHE  report 


Doctor  dispensing  has  increased 
rapidly  over  the  past  ten  years, 
according  to  a  report  published 
this  week. 

The  Office  of  Health 
Economics  eighth  "Compendium 
of  Health  Statistics"  (£60)  shows 
that  the  number  of  dispensing 
doctors  has  increased  from  3,205 
in  1980  to  4,289  in  1991,  an 
annual  increase  of  2.7  per 
cent. 

The  greatest  number  are  in 
East  Anglia  (528)  but  the  highest 
growth  has  been  in  South  West 
Thames  where  the  number  has 
more  than  doubled  from  79  in 
1980  to  166  last  year. 

Wales  had  246  dispensing 
doctors  in  1991,  Scotland  had 
240,  and  Northern  Ireland  60. 
The  Mersey  Regional  Health 
Authority  had  the  least  (47). 

The  number  of  prescriptions 
these  doctors  dispensed  grew 
from  20  million  to  31.8m  over  the 
decade.  Again,  the  most  were 
dispensed  in  East  Anglia  but  the 
highest  annual  increase  occurred 
in  North  West  Thames. 

In  1991  there  were  12,287 
pharmacy  and  appliance 
contractors  throughout  the  UK,  8 
per  cent  more  than  the  total 
reported  in  1980.  There  were 
large  regional  variations,  the 
most  pronounced  increases 
occurring  in  the  West  Midlands 
and  Oxford  although  the  ratio  of 
pharmacies  to  residents  were  still 
less  than  the  national  average  of 
21.3  per  100,000  population. 

Northern  Ireland  had  the 
highest  ratio  of  32.1  contractors 
to  100,000  residents  while  East 
Anglia  had  the  lowest  at  14.9. 

The  average  number  of  items 


dispensed  per  pharmacy  grew 
from  32,998  in  1980  to  38,067  in 
1991.  The  total  number  of  items 
dispensed  in  the  UK  increased  25 
per  cent  over  the  decade  to  reach 
468m  at  a  cost  of  £3,343m  or  £58 
per  person.  Prescription  charges 
contributed  about  £220m. 

Income  for  Pharmacists 
(dispensing  fees,  container  and 
on-cost  allowances)  amounted  to 
about  £727m,  or  22  per  cent  of 
the  gross  cost  of  the 
pharmaceutical  services  -  -  a 
percentage  which  has  remained 
fairly  constant  over  the  decade. 

The  OHE  puts  the  UK  tenth  on 
the  list  of  annual  pharmaceutical 


expenditure  per  person,  with 
Japan,  France  and  the  USA 
among  the  highest  spenders.  The 
report  predicts  that  spending  on 
the  total  healthcare  services  by 
both  the  public  and  private 
sectors  will  exceed  £40  billion  for 
the  first  time  this  year. 

The  report  calculates  that  the 
use  of  new  effective  medicines 
has  helped  to  free  about  46 
million  bed  days  to  NHS  hospitals 
for  the  treatment  of  other 
patients,  generating  a  total  saving 
of  £3,994m  to  the  health  service 
last  year  —  much  more  than  the 
cost  of  all  medicines  dispensed  in 
the  UK. 


Help  for  migraine  sufferers 


Community  pharmacists,  along 
with  GPs  and  practice  nurses,  are 
being  involved  in  the  launch  of  a 
new  information  service  for 
migraine  sufferers. 

Details  of  the  Managing 
Migraine  initiative,  launched  in 
London  last  week  by  Dr  Miriam 
Stoppard,  are  being  mailed  to 
pharmacists  within  the  next 
couple  of  weeks. 

The  aim  of  the  initiative, 
supported  by  the  British  Migraine 
Association,  is  to  provide 
sufferers  with  a  range  of 
information  and  educational 
material  to  help  them  better 
understand  their  condition. 

Booklets,  leaflets  and  posters 
are  available  with  a  video,  audio 
tape  and  migraine  diary,  to  help 
identify  triggers,  planned.  The 
service  is  supported  by  Glaxo 
Laboratories. 

Pharmacists  can  ask  for  a  pack 
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containing  samples  of  all 
materials  plus  a  patient  request 
pad.  When  a  suitable  patient 
presents,  the  pharmacist  gives 
them  a  request  slip  which  the 
patient  fills  in  and  sends  off. 
Alternatively,  they  can  call  the 
Managing  Migraine  phone  line  on 
0202  767644. 

Speaking  at  the  launch  of  the 
service,  Dr  Miriam  Stoppard  said 
that  about  60  per  cent  of  sufferers 
consult  a  pharmacist  about  their 
migraine.  It  was  therefore  very 
important  that  the  pharmacist 
was  included  in  the  medical  care 
team,  she  added. 

"The  primary  reason  why  I 
became  involved  with  the  service 
was  that  I  really  believe  that 
patients  deserve  this  kind  of 
information  and  they'll  be  able  to 
do  a  great  deal  to  manage  their 
migraine  and  live  their  lives," 
said  Dr  Stoppard. 
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Doorstep  delivery'  reply  was  rude 


A  West  Yorkshire  pharmacist 
whose  delivery  man  left 
potentially  dangerous  medicines 
on  an  old  lady's  doorstep,  accused 
the  Royal  Pharmaceutical  Society 
of  "raising  stupidity  to  an  art",  it 
was  claimed  at  a  Statutory 
Committee  hearing  last  week. 

Richard  Deadman,  of  Bull 
Green,  Halifax,  wrote  a  letter 
which  even  he  would  admit  "was 
fairly  rude  and  threatening" 
when  the  Royal  Pharmaceutical 
Society  invited  him  to  attend  its 
Ethics  Committee,  said  its 
solicitor,  Mr  Josselyn  Hill. 

An  elderly  lady  had  complained 
that  the  delivery  man  had  left 
medicines,  which  could  easily 
have  been  picked  up  by  children, 
at  her  doorstep,  said  Mr  Hill.  The 
delivery  had  come  from  one  of  Mr 
Deadman's  pharmacies  in  St 
James  Road,  Halifax,  last  year. 

The  delivery  man  had  initially 
replied  to  letters  from  the  Society 
to  Mr  Deadman  asking  him  for 
his  comments  on  the  complaint. 


and  pointing  out  his 
responsibilities  as  a 

superintending  pharmacist. 

Society  inspector  Mr  Stephen 
Lutemer  told  the  Committee  that 
Mr  Deadman  had  been  warned  of 
the  potentially  horrific 
consequences  if  the  drugs  left  by 
the  delivery  man  on  the  doorstep 
of  a  Mrs  Dobson  of  Ashfield 
Grove,  Halifax,  got  into  the  hands 
of  young  children. 

But  after  an  exchange  of  letters 
and  an  invitation  to  meet  the 
Ethics  Committee,  Mr  Deadman 
wrote  a  letter  saying:  "You  appear 
to  have  become  even  more 
stupid.  In  fact  you  have  raised 
stupidity  to  an  art." 

Mr  Deadman  also  said  he  had 
no  intention  of  attending  any 
meeting  with  the  Ethics 
Committee,  which  then  reported 
him  to  the  Statutory  Committee. 

Mr  Hill  told  the  Statutory 
Committee  that,  although  the 
charge  concerned  the  leaving  of 
the  old  lady's  drugs  on  her 


Reporters  claim  scripts 
'swapped' 


A  Glasgow  pharmacist  "shopped" 
by  two  award  winning  journalists 
for  allegedly  supplying  drugs  to 
an  addict,  could  not  account  for 
nearly  8,000  pain  killing  and 
sleeping  tablets  when  his  shop 
was  visited  by  Society  inspectors, 
the  Statutory  Committee  heard. 

Pradeep  Gajree,  of  Kintyre 
Crescent,  Newton  Mearns,  was 
reported  to  the  RPSGB 
by  the  two  reporters  from  the 
Glasgow  Evening  Times,  who  had 
watched  as  addict  Mr  X,  also 
known  as  "John",  exchanged  a 
prescription  for  14  ulcer 
treatment  tablets  for  painkillers 
often  abused  by  addicts,  the 
Committee  was  told. 

Mr  Stephen  Lutemer,  of  the 
Society's  inspectorate,  said  the 
discrepancies  came  to  light  when 
inspectors,     alerted     by  the 


journalists,  went  to  Mr  Gajree's 
shop  in  Glasgow. 

The  newspaper  took  legal 
advice  and  did  not  publish. 

Mr  Lutemer  said  Mr  Gajree  was 
unable  to  account  for  supplies  of 
more  than  7,500  tablets  of  the 
analgesic  dihydrocodeine  (DHC) 
and  almost  200  temazepam.  He 
also  appeared  to  have  dispensed 
prescriptions  for  more  than  3,000 
DHC  and  over  1,700  temazepam. 

The  claims  were  made  at  a 
resumed  hearing  of  the 
Committee  where  Mr  Gajree 
denied  misconduct  in  his  alleged 
dispensing  of  drugs  and  in 
particular  exchanging  tablets  of 
DHC  for  a  prescription  for  the 
ulcer  treatment  drug  cimetidine 
tablets  to  Mr  X. 

The  case  was  adjourned  until 
Gajree's  evidence  can  be  heard. 


A  hospital  pharmacy  shop  at  the  Freeman  Group  of  Hospitals  in  Newcastle 
upon  Tyne  was  officially  opened  on  August  12  by  Frederick  Hoult, 
chairman  of  the  NHS  Trust.  He  told  an  invited  audience  that  the  project, 
which  had  moved  from  conception  to  implementation(by  Zaf)in  just  over  a 
year,  was  a  good  example  of  the  health  reforms  in  operation.  Rodney 
Longshaw,  pharmaceutical  services  manager,  told  how  he  had  visited 
Derby  and  Nottingham  to  see  similar  projects.  The  next  challenge  for  the 
Freeman  Pharmacy  is  the  introduction  of  a  new  computer  system  utilising 
STEMM  software  to  replace  the  existing  in-house  designed  system 


doorstep,  the  real  issue  was  his 
response  to  Society  inquiries. 

Mr  Deadman  said  he  now  knew 
an  earlier  response  from  him 
could  have  shortened  the 
"massive  barrage  of  paperwork" 
between  him  and  the  Committee. 

He  had  been  operating  a 
delivery  service  to  communities 
which  were  deprived  of  a 
pharmacy,  but  had  specifically 
instructed  his  delivery  drivers  not 
to  leave  unattended  medicines  on 
doorsteps.  "I  have  a  very  large  and 
appreciative  clientele,"  he  added. 

Committee  chairman  Mr  Gary 
Plather,  QC,  announcing  the 
reprimand  of  Mr  Deadman  after 
finding  him  guilty  of  misconduct, 


said  the  Society  could  never 
accept  the  idea  of  "doorstep 
delivery",  which  was  open  to 
abuse. 

There  may  have  been  an 
obvious  explanation  which  would 
have  killed  this  complaint  stone 
dead,  but  instead  Mr  Deadman 
had  not  replied  to  the  letters  from 
the  Society.  Instead  his  driver  had 
written  two  letters  to  the  Society. 

When  he  had  finally  replied  he 
had  sent  an  extraordinary  letter 
which,  although  it  was  not 
obscene,  "was  offensive". 

"If  members  are  going  to  deal 
with  this  Society  in  this  way,  the 
Society  cannot  work,"said  Mr 
Plather. 


Unlicensed  medicines 
supplier  is  struck  off 


An  order  for  a  Birmingham 
pharmacist  to  be  struck  off  the 
Register  of  Pharmaceutical 
Chemists  was  made  after  he  was 
found  guilty  of  supplying 
unlicensed  medicines  to 
pharmacies. 

The  Statutory  Committee  of 
the  Royal  Pharmaceutical  Society 
ruled  last  week  that  Mohammed 
Kanani  was  guilty  of  misconduct 
over  the  supply  of  drugs  from 
Pakistan,  Australia  and  New 
Zealand  to  pharmacists  in 
Birmingham  and  London. 

Having  adjourned  the  hearing 
on  July  23,  the  Committee 
decided  to  take  the  action  against 
Mr  Kanani,  of  Adam  Street, 
Nechells,  after  being  told  he  was 
allegedly  involved  in  the  sale  of 
unlicensed  drugs  in  the  UK, 
although  he  claimed  he  knew 
nothing  about  shady  dealings. 

Inspectors  who  raided 
Martonland  Ltd,  also  based  in 
Nechells,  and  now  trading  under 
the  name  of  Pegasus  Ltd,  revoked 
its  wholesale  and  manufacturing 
licences  in  March  1991. 

Mr  Kanani  owns  two 
pharmacies  in  the  West  Midlands, 
one  at  1400  Coventry  Road, 
Yardlev,  Birmingham,  and 
Eastchem  Ltd  at  144  Walford 
Road,  Sparkbrook,  Birmingham. 

In  a  written  judgment  Mr  Gary 
Flather,  QC,  Committee 
chairman,  said  it  was  the 
unanimous  view  of  the 
Committee  that  unsolicited 
medicines  supplied  to 
pharmacies  had  been  labelled 
"for  export  only"  but  this  was 
only  a  ruse. 

Mr  Flather  added  that  the 
evidence  was  overwhelming  that 
during  1989  and  early  1990 
Martonland,  of  which  he  was  a 
director,  "was  selling  or  exposing 
for  sale,  unlicensed  products". 

"These  products  were  more 
attractively  priced  because  they 
could  be  acquired  more  cheaply 
outside  the  UK  and  EC  licensing 
systems.  The  supply  of  items 


under  the  guise  of  'for  export 
only'  we  regard  as  a  mere  device 
employed  by  Martonland  Ltd  to 
fall  back  on  if  challenged.  Those 
words  had  no  genuine  meaning  at 
all,"  he  added. 

The  Committee  had  taken  into 
account  Mr  Kanani's  previous 
good  character  and  his 
impressive  charitable  works  of 
which  there  was  much  evidence. 
However,  these  mitigating 
factors  were  insufficient  to  deflect 
the  Statutory  Committee  from  its 
unanimous  conclusion  that  Mr 
Kanani  should  be  struck  off. 

Mr  Kanani,  who  has  three 
months  to  appeal,  had  told  the 
Committee  at  a  previous  hearing, 
that  his  partner  Mr  Chunilal 
Shah,  was  involved  in  the  day  to 
day  running  of  Martonland,  while 
he  was  more  interested  in  his  two 
retail  pharmacies. 

He  admitted  he  knew  Mr  Shah 
had  been  struck  off  the  Register 
in  1981,  but  claimed  he  did  not 
know  it  was  as  a  result  of  his 
conviction  for  deception. 

Mr  Kanani  told  the  hearing 
that  up  until  the  time  the 
company's  licences  were  revoked 
he  spent  no  more  that  10  hours  a 
week  at  Martonland,  and  most  of 
that  time  was  spent  on  matters 
relating  to  his  pharmacy 
businesses  as  the  paperwork  was 
kept  in  the  same  premises. 

A  Tanzanian-born  Shia 
Muslim,  Mr  Kanani  also  claimed 
he  spent  up  to  20  hours  a  week 
doing  voluntary  work  for  his 
native  community. 

Mr  Shah,  of  30  Astor  Drive, 
Moseley,  Birmingham,  was  first 
reprimanded  by  the  Statutory 
Committee  for  his  conviction  for 
handling  stolen  goods  for  which 
he  received  a  fine  of  £150.  But  in 
1981  he  was  struck  off  after  being 
convicted  of  four  counts  of 
obtaining  property  by  deception 
for  which  he  received  a  two  year 
prison  sentence  which  was 
suspended,  and  ordered  to  pay 
compensation  of  £1,736. 
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Napp  pull 
Full  Marks 

Napp  Consumer  Products  are 
withdrawing  the  shampoo 
formulation  of  Full  Marks  after 
several  reports  of  eye  irritation 
associated  with  the  product. 

The  company  is  contacting  all 
wholesalers  and  pharmacists 
requesting  that  all  stocks  are 
returned  to  the  appropriate 
wholesaler  so  that  reimbursment 
can  be  arranged.  Napp  apologise 
for  any  inconvenience  the 
withdrawal  might  cause. 

The  withdrawal  does  not  affect 
Prioderm  ,  Carylderm,  Suleo  or 
Derbac  shampoos  and  lotions. 

FPA  launch 
condom 
leaflets 

The  Family  Planning  Association 
will  be  distributing  half  a  million 
new  consumer  leaflets  on  the 
male  and  female  condom  to 
pharmacies  throughout  the  UK 
in  the  Autumn. 

The  free  leaflet  is  being 
promoted  in  October  and 
November  as  part  of  the 
Pharmacy  Healthcare  Scheme.  It 
is  part  of  an  education  initiative 
on  condoms  as  a  contraceptive 
and  for  safer  sex. 

The  leaflet  covers  family 
planning  information  and  safer 
sex  advice  with  the  facts  about 
choosing  a  contraceptive 
method,  information  on  the  male 
and  female  condom,  spermicides 
and  lubricants  and  where  to  go 
for  further  help. 

The  leaflet  launch  will  be 
accompanied  by  the  results  of  a 
survey  asking  pharmacists  and 
consumers  what  they  think  of 
condoms,  currently  used  by  1.3 
million  people  in  Great  Britain. 


Sears  list 
drugs  in  mail 
catalogue 

That  famous  name  in  American 
shopping  —  Sears  Roebuck  and 
Company  —  are  now  listing 
prescription  drugs  in  their  mail 
order  catalogue  (American 
Pharmacy,  August  1992). 

The  company  has  contracted 
with  Allscrips  Pharmaceuticals 
Inc  to  provide  mail  service 
dispensing  for  more  than  1 0,000 
medications.  The  service  is  aimed 
at  people  who  use  maintenance 
drugs  for  chronic  conditions. 

Patients  send  their 
prescriptions  with  the  order  form 
and  Allscrips  verifies  the  order 
with  the  patient's  physician. 
Refills  may  be  phoned  in. 

In  the  US,  Mail  order  firms 
dispense  about  90  million  of  the 
1.66  billion  annual  script  total. 
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Care  is 
needed  — 
despite  the 
budget 


As  well  as  the  prescription  tax 
there  is  also  the  black  list 
which  requires  ALL  patients  to 
pay  for  some  medicines 
considered  necessary  by  their 
doctor  but  unnecessary  by  the 
Government.  This  precedent 
has  now  become  accepted 
within  the  National  Health 
Service  but  with  the  advent  of 
fund  holding  practices  and 
indicative  drug  budgets  there  is 
a  growing  tendency  for  doctors 
to  also  recommend  patients 
purchase  a  "small  tube  of  this 
cream  at  the  chemist". 

The  cream  in  question  was 
hydrocortisone  1  per  cent  and 
the  patient  quite  happily, 
almost  proudly,  paid  up  and 
marched  out  with  his  prize  but 
as  he  was  obviously  over  70 
years  of  age  a  prescription 
should  have  been  issued  which 
would  have  cost  him  nothing. 

I  have  no  objection  to  selling 
medicines  directly  or  indirectly 
by  recommendation  but  I  do 
believe  in  the  principle  of  total 
care  under  the  National  Health 
Service.  More  than  80%  of  the 
prescriptions  I  dispense  are 
exempt  from  prescription  tax 
and  these  patients  should  not 
be  discriminated  against  by 
doctors  being  careful  with  their 
budgets. 


Small  savings  in  doctors' 
budgets  achieved  by  suggesting 
patients  purchase  medicines  or 
dressings  available  over  the 
counter  is  a  slowly  increasing 
tendency  which  may  improve 
my  profitability,  limit  the 
doctors  budget  and  help  NHS 
finances  but,  since  National 
Insurance  contributions  are  an 
obligatory  part  of  our  taxation 
system,  it  is  the  patient  who  is 
effectively  being  told  to  pay 
twice  and  in  principle  that  is 
wrong. 

Nicotinel:  no 
smoke 
without  fire 

When  Nicotinel  was  launched  a 
few  weeks  ago  I  expected  a 
rush  of  interest  from  patients 
and  at  least  a  few  scripts  from 
doctors.  In  the  event  neither 
has  happened  with  the  limited 
reaction  being  "yes...  but  it  is 
very  expensive  isn't  it?" 

The  immediate  expectation 
from  doctors  has  been  that 
Nicotinel  would  be 
automatically  blacklisted  in  a 
similar  manner  to  Nicorette 
and  this  assumption  has  been 
compounded  by  its  inclusion  as 
'blacklisted'  in  the  August 
edition  of  MIMS. 

Ciba-Geigy  have,  amazingly, 
been  very  restrained  in  their 
reaction  pointing  out  that  this 
error  will  be  corrected  in  the 
September  issue  and  that  the 
Department  of  Health  are  still 
considering  its  position. 

It  must  be  a  difficult 
marketing  decision  to  reach 
since  any  aggressive  action  by 
Ciba-Geigy  might  influence  the 
Department's  decision  but  I  am 
convinced  blacklisting  will  be 
the  inevitable  result  and 
meanwhile  a  golden  marketing 
opportunity  has  been  missed. 

Even  if  blacklisting  had 
followed,  a  concentrated 
marketing  campaign  to 
prescribe  it  under  the  NHS, 
until  this  eventuality,  could 
have  resulted  in  heavy  sales 
laying  a  solid  foundation  for  a 
future  in  the  private  sector  or 
even  as  a  'Pharmacy  Only' 
product! 


When  Nifensar-XL  was 
launched  I  capitalised  on  the 
public  relations  potential  of  the 
resulting  confusion  by  sending 
all  my  local  doctors  a  written 
explanation  of  the  possible 
combinations  of  Nifedipine  that 
could  be  written  and  how  they 
would  be  dispensed.  As  a  PR 
exercise  it  was  worth  the  effort 
and  has  rationalised  a  few 
prescribing  habits  but 
confusion  is  still  locally  rife 
and  judging  by  the  article  in 
the  MeRec  Bulletin,  July  1992, 
this  confusion  also  exists 
nationally. 

I  can  only  hope  that  doctors 
will  take  notice  of  this  bulletin 
and  all  will  now  be  well  but  I 
suspect  that  most  editions  are 
quickly  filed  under  the  desk 
without  ever  being  read,  so  the 
problem  will  continue.  A 
photocopy  of  this  excellent 
article,  however,  returned  with 
every  incorrect  script  for 
endorsement  might  result  in 
such  a  deluge  to  some 
surgeries  that  the  problem  will 
quickly  be  resolved. 

Cheque  will 
do  nicely 

The  NPA  has  once  again  raised 
the  problem  of  processing 
charges  on  plastic  (Pink 
Supplement  Aug  1992) 
congratulating  itself  on 
negotiating  a  very  good  deal 
with  the  Midland  Bank. 

I  have  no  doubt  that  this 
deal  is  excellent  and  there  is  no 
way  I  can  reasonably  decline 
accepting  credit  cards  but  debit 
cards  are  different.  I  am 
charged  by  my  bank  on  a 
turnover  basis  which  charge  is 
theoretically  always  negotiable, 
but  a  35p  extra  charge  for  a 
debit  card  is  an  immediate  loss 
by  comparison  with  a  cheque 
whose  cost  of  processing  has 
already  been  reconciled  within 
my  total  negotiated  bank 
charges. 

My  advice  is  to  verify  with 
your  bank  the  basis  for  their 
charges  and  if  it  is  on  turnover 
without  any  extra  for  charges 
then,  like  me,  refuse  these 
debit  cards  politely  indicating 
your  preference  for  cash  but  if 
the  customer  insists,  that 
cheque  will  do  nicely, 
guaranteed  of  course  by  that 
ever  so  convenient  debit  card! 
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Counterpoints 


Sebamed  skin  care 
given  a  new  image 


The  Sebamed  range  of 
soap-free  skin  care 
products  is  being 
relaunched  in  new 
packaging  by  LRC 
Products. 

The  company  is  also 
adding  four  new  products 
to  the  range:  shampoo 
(150ml  £2.99),  shower  gel 
(150ml  £2.99),  roll-on 
deodorant  (50ml 
£2.49),and  pump  spray 
deodorant  (75ml  £3.99). 

The  company  is 
changing  the  names  of 
some  of  the  existing 
products  to  help  clarify 
how  each  should  be  used. 
The  "Liquid  Cleanser"  will 
become  "Facial  Wash", 
"Lotion"  becomes 
"Moisturising  Lotion",  and 
"Cream"  becomes  "Facial 
Moisturising  Cream". 

Although  Sebamed  is 
suitable  for  problem  skins, 
including  acne  and 
eczema,  LRC  are 
positioning  the  range 
within  the  cleansing 
product  sector. 

None  of  the  Sebamed 


products  have  been  tested 
on  animals  and  all 
packaging  is  recyclable. 

LRC  Products,  which 
recently  took  over  the 
marketing  and  distribution 
of  the  Sebamed  range  from 
Wellcome,  are  supporting 
the  launch  with  a 
£250,000  advertising 
campaign.  In  addition  to 
advertorials  and  editorials 
there  will  be  trial  packs  to 


consumers  and  consumer 
promotions  in  women's 
magazines.  The  Eczema 
Society,  who  recommend 
Sebamed  to  many 
sufferers,  will  also  be 
distributing  samples. 

All  Sebamed  products 
will  be  available  in  outers 
of  six  to  encourage 
independents  to  stock  the 
range.  LRC  Products  Ltd. 
Tel:  081-527  2377. 


Buttercup 
has  new 
variant 

LRC  Products  are 
extending  their  Buttercup 
cough  and  cold  remedy 
range  with  the  addition  of 
a  blackcurrant  flavoured 
cough  medicine  for  dry, 
tickly  coughs. 

Blackcurrant  flavours 
are  also  being  added  to  the 
Buttercup  throat  lozenge 
and  sweet  ranges. 

The  company  says  this 
flavour  was  requested  by 
mothers  and  is  popular 
among  younger  children. 

The  launch  is  being 
supported  by  a  £450,000 
outdoor  advertising 
campaign,  due  to  start 
mid-October,  together 
with  point  of  sale  material 
such  as  A3/A4  showcards 
and  shelf  strips. 

For  the  first  time  the 
Buttercup  honey  and 
lemon  and  the  new 
blackcurrant  variants  of 
the  cough  medicine  will  be 
available  in  outers  of  six 
packets.  LRC  Products 
Ltd.  Tel:  081-527  2377. 


Gripe  Water  follows 
UK's  sugar-free  trend 


Woodwards  Gripe  Water  is 
now  both  sugar-free  and 
alcohol-free.  The  new 
formulation  with  improved 
flavour  is  being  relaunched 
in  new  packaging. 

The  new  formulation 
reflects  the  UK  market 
trend  towards  low  sugar 
products  for  babies  and 
children.  Woodwards 


Teething  Gel  is  also 
sugar-free. 

The  relaunch  is  being 
supported  by  a  £250,000 
campaign  in  the  women's 
and  parental  Press.  There 
will  also  be  a  direct  mail 
and  sampling  programme 
for  health  visitors.  LRC 
Products  Ltd.  Tel:  081- 
527  2377. 


Janssen  have  designed  a  new  12-pack  outer  for  Ovex  to 
replace  the  existing  24-pack  outer.  The  base  tray  has  been 
made  more  durable  and  the  outers  no  longer  feature  the 
header  board,  saving  precious  shelving  space,  say  the 
company.  Jannsen  Pharmaceutical.  Tel:  0235  772966. 


Elancyl  range  gains 
specific  additions 


Pierre  Fabre  have  extended 
their  Elancyl  bodycare 
range  with  new  products 
for  tired  legs,  stretch 
marks  and  a  stomach 
firming  treatment. 

Elancyl  Treatment  for 
Tired  Heavy  Legs  (75ml 
£7.95)  is  a  cream-gel 
formula  containing 
butcher's  broom  and 
hawkweed  to  relieve  tired, 
heavy  and  swollen  legs,  say 
Pierre  Fabre.  It  is  said  to 
be  easily  absorbed. 

Elancyl  Stomach 
Firming  Treatment  (100ml 
£15.25)  contains  silicon 
and  collagen  to  provide  a 
toning  action,  essence  of 
hawkweed  and  mateine, 
vitamin  E  and  a  biological 


ingredient  Bio  HP,  said  to 
enhance  cellular  activity. 

Elancyl  Specific  Stretch 
Mark  cream  (125ml  £8.25) 
is  designed  to  help  prevent 
stretch  marks  and  reduce 
scarring.  Ingredeints 
include  hydroxyproline, 
silicon,  vitamin  E  and 
safflower  oil.  Pierre  Fabre 
recommend  its  use  for 
pregnant  women  from  the 
third  month  of  pregnancy 
until  after  giving  birth, 
women  experiencing  rapid 
weight  loss  or  gain, 
women  undergoing 
hormonal  treatments  and 
women  who  have  noticed 
stretch  marks  appear 
recently.  Pierre  Fabre  Ltd. 
Tel:  0865  742525. 


Treasure  ahoy! 


BDC  are  supporting 
independent  retailers  this 
Autumn  with  promotions 
and  prizes,  including  a 
Caribbean  holiday. 

The  promotions  come 
under  the  theme  of 
Treasure  Island.  Points  are 
collected  with  each 
purchase,  redeemable 
against  a  selection  of  gifts 


and  incentives,  including 
M&S  vouchers. 

Participating  retailers 
will  be  invited  to  find  the 
"buried  treasure"  on  a 
Treasure  Island  map, 
which  they  will  receive  on 
registration.  The  prize  will 
be  a  two  week  cruise 
through  the  Caribbean. 
BDC.  Tel:  081-881  2001. 


Cash  back 
offer 

Philips  are  offering  money 
back  on  all  Philishave 
models  retailing  at  £40 
and  over  from  September 
12  until  October  24. 

Customers  purchasing 
the  HS980  can  send  off  for 
a  £15  refund  and  all  other 
models  worth  over  £40  will 
qualify  for  a  £10  refund.  A 
showcard  will  be  available. 
The  offer  will  be  backed  by 
Press  advertising.  Philips. 
Tel:  081-689  2166. 


Agfa 

Boxing 

clever 

Agfa  have  added  Le  Box  to 
their  range  of  cameras.  Le 
Box  is  a  disposable  camera 
with  24  exposures. 

Le  Box  is  available  two 
versions:  for  standard 
daylight  use  or  with  a 
flash.  Packaging  is 
colourful  and  designed  to 
appeal  to  younger 
consumers.  Agfa-Gevaert. 
Tel:  081-560  2131. 


On  the 
move? 

Thermos  have  introduced 
the  Babycare  Travel  Bottle 
Warmer  flask.  The 
Thermos  Babycare  (£6.25) 
is  a  vacuum  flask  with  a  lid 
which  fits  over  the  body  of 
the  flask.  Boiling  water 
from  the  flask  is  poured 
into  the  lid,  where  a  bottle 
can  be  placed  for  warming. 
Thermos  Ltd.  Tel:  0277 
213404. 


It's  a 

dog's  life 

Seven  Seas  have  added 
Vitapet  R-A  Formula,  a 
supplement  for  dogs  with 
mobility  problems.  A  blend 
of  vitamins  A,  D,  E  and 
wheatgerm  oil,  Vitapet  R-A 
is  said  to  help  older  dogs 
or  breeds  prone  to  painful 
joints.  It  retails  at  £3.79 
(170ml)  and  £6.99 
(450ml).  Seven  Seas.  Tel: 
0482  75234. 
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WE'RE  MAKING  PROGRESS -  ARE  YOU? 


If  you're  not  making  Progress  part  of  your 
baby  sector  business  plans  -  isn't  it  time  you 
joined  the  movement? 

More  and  more  mothers  are  buying 
Progress  because  it's  the  sensible  milk 
choice  for  babies  from  six  months  old. 
It  contains  generous  levels  of  iron 
and    vitamin  D, 
together   with  a 
healthy  balance  of 
all  other  important 
nutrients. 

As  the  health  ben- 
efits of  follow-up 
milks  become  more 
widely  understood 


by  mothers  and  their  advisers,  sales  of 
Progress  from  SMA  Nutrition  increase  year 
on  year  and  this  trend  is  set  to  continue. 
Up  40%  from  1989  to  1990  and  up  64%  from 
1990  to  1991. 
And  our  57%  share  of  the  total  follow-up 
market  dominates  all  other 
brands. 

The  potential  value  of  the 
follow-up  milk  sector  is 
estimated  at  up  to 
£40  million.  That 
means  there  is  still 
plenty  of  Progress 
to  be  made.  Let's 
make  it  together. 


The  milk  that  makes  sense  from  six  months  on. 


IMPORTANT  NOTICE  Progress  is  a  balanced  blend  of  milk 
solids,  vitamins  and  minerals  for  babies  of  6  months  and  older 
Used  in  con)unction  with  solid  feeding,  it  provides  the 
nourishment  essential  to  a  baby's  healthy  and  sustained 
growth  Progress  is  not  intended  to  replace  breast  feeding 

*SMA  and  Progress  are  trademarks. 

SOURCE  Independent  Market  Research  to  December  1991. 
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SMA  Nutrition,  Huntercombe  Lane  South,  Taplow,  Maidenhead,  Berks  SL6  OPH.  Tel:  0628  660633 


Schwarzkopf 
revitalise  Gliss 


Schwarzkopf  are 
relaunching  their  Gliss 
Corimist  haircare  range  at 
the  end  of  September  with 
new  packaging  and  the 
addition  of  six  products. 

Its  position  as  a 
specialist  conditioning 
range  is  to  be  promoted, 
with  the  emphasis  on  the 
concept  of'revitalisation". 

Changes  to  the 
packaging  are  minor:  the 
bottle  shape  remains  the 
same,  but  the  graphics  are 
updated  to  emphasis  the 
Gliss  part  of  the  brand 
name  and  allow  clearer 
differentiation  of  product 
variants.  Prices  on  most 
lines  go  up  2-3  per  cent, 
the  first  rise  in  18  months. 

The  three  new  products 
added  to  the  conditioning 
part  of  the  range  are  a 
leave-in  conditioner,  and  a 
new  Care  spray  and  Care 
mousse.  The  new  leave-in 
conditioning  treatment 
(150ml  pump  action  spray 
£2.25)  is  claimed  to 
provide  continuous 
conditioning  throughout 
the  day. 

The  Care  spray  (250ml 
aerosol  £1.99)  and  the 
Care  mousse  (200ml 
aerosol  £2.25)  both  come 
in  natural  and  firm  hold 
variants,  and  contain 


keratin  to  help  protect  and 
revitalise  dry,  damaged, 
permed  and  coloured  hair. 
Both  formulations  focus 
on  "conditioning  within 
styling". 

The  three  other  new 
lines  in  the  relaunch 
package  come  under  the 
Gliss  Corimist  Shine  Tonic 
banner.  Shine  Tonic  has 
an  older  user  profile, 
having  been  on  the  market 
for  some  30  years,  and  60 
per  cent  of  users  are  over 
45,  says  brand  manager 
Katie  Carter. 

The  original  Shine 
Tonic  is  being  relaunched 
in  new  packaging  in  line 
with  the  rest  of  the  range 
but  in  a  larger  150ml 
aerosol  pack  (£1.99).  It  is 
joined  by  a  Revitalising 
Shine  Tonic  (150ml  £1.99) 
with  a  lighter  formulation 
intended  to  appeal  to  a 
wider  profile  of  users. 

Also  joining  the  Shine 
Tonic  range  is  a  shampoo 
(250ml  £1.69)  and  a 
conditioner  (£1.85). 

Advertising  support  for 
the  relaunch  starts  after 
Christmas  with  what 
Schwarzkopf  say  is  the 
biggest  ever  television 
campaign  for  Gliss.  The 
campaign,  with  a  £1.3 
million  spend  (£2. 6m  at 


rate  card)  will  appear 
nationally  in  two  bursts  in 
February  and  June  and  will 
reach  85  per  cent  of 
BC1/C2  women  in  the 
16-40  age  bracket. 

Promotional  support 
in-store  will  include  extra 
fill  packs  on  shampoos  and 
conditioners,  and  trial  size 
activity.  This  will  be 
primarily  on  the  Shine 
Tonic  products  where 
100ml  packs  will  be  offered 
for  99p  to  coincide  with 
the  first  burst  of  television 
advertising. 

The  relaunch  leaves  15 
lines  within  the  range  — 
small  lines  that  do  not  fit 
with  the  new  positioning 
have  been  discontinued, 
says  Miss  Carter.  And 
further  launches  are  lined 
up,  the  first  being  a 
"revolutionary  type  of 
conditioner  to  be  launched 
early  next  year". 

The  Gliss  brand  was  last 
relaunched  in  1989,  and 
currently  has  UK  sales  of 
£5. 7m.  Its  current  niche 
position  as  a  "hair  repair 
programme"  was  felt  to 
give  a  sightly  negative 
image  and  be  self-limiting 
in  terms  of  sales,  hence 
the  "revitalisation" 
concept.  Schwarzkopf  Ltd. 
Tel:  0296  88101. 


Unichem  Autumn  specials 


Unichem  are  offering 
independent  pharmacists 
five  special  offers  during 
September. 

An  order  of  five  cases 
from  the  Pampers  Phases 
carry-pack  range  will 
qualify  for  50  £1  money  off 
next  purchase  vouchers  to 
give  to  customers,  plus  a 
window  poster. 

Johnson  &  Johnson 
baby  care  products  are 
price-promoted  with  20 
per  cent  off  trade  prices  of 


500ml  baby  bath  and 
500ml  baby  oil. 

The  Poly  Color  Tint 
range  is  discounted  by  20 
per  cent,  with  Poly  Easy 
Color  3-packs  reduced  by 
£1  to  £4.46. 

Vidal  Sassoon  Wash  & 
Go  is  offered  at  a  29.5  per 
cent  POR,  with  six  packs 
discounted  by  23.5  per 
cent  to  £8.59. 

A  25  per  cent  POR  is 
offered  on  Studio  Line 
styling  products. 


Unichem  are  also 
promoting  their  own  range 
of  Winter  remedies  from 
September.  Pharmacists 
buying  75  cases  over  a 
three  month  period  across 
two  ranges  will  receive  a 
22.5  per  cent  discount  and 
the  choice  of  a  free  gift. 
Orders  of  ten  packs  across 
the  range  will  also  receive 
the  discount.  New  POS 
material  will  be  available. 
Unichem.  Tel:  081-391 
2323. 


Golden  brush 

The  Oral-B  Indicator 
toothbrush  has  received  a 
gold  award  in  the  American 
Marketing  Association's 
Edison  Award  for  the  best 
products  of  1991.  Oral  B 
Labs.  Tel:  0296  432601. 

Nouvelle  ads 

Fort  Sterling  are 
supporting  Nouvelle  with  a 
£400,000  poster  campaign, 
running  for  six  weeks  from 
September.  The  campaign 
highlights  the  brand's 
eco-friendly  properties. 
There  will  also  be  a  15  per 
cent  extra-fill  offer  on  paper 
towels.  Fort  Sterling.  Tel: 
0204  68611. 

Fruity  campaign 

Gerber  Foods  are 
advertising  Outspan  fruit 
juices  on  TV  in  September 
and  October.  Gerber  Foods. 
Tel:  081-446  1424. 


New  battery 

Duracell  have  added  a  12V 
cell  to  their  alkaline  battery 
range.  The  new  MN21 
(£1.29)  is  designed  for  car 
alarms.  Duracell  UK.  Tel: 
0293  517527. 

Prep  H  on  TV 

Whitehall  Laboratories  are 
advertising  Preparation  H 
in  newspapers  including 
Sunday  Mirror,  Daily 
Express  and  Daily  Star . 
Whitehall  Labs.  Tel: 
071-636  8080. 

Norwich  Eaton 
change  name 

Norwich  Eaton  have 
changed  their  name  to 
Procter  &  Gamble 
Pharmaceuticals  UK  Ltd. 
They  have  moved  from 
Newcastle  to  a  new  address: 
Lovett  House,  Lovett  Rd, 
Staines,  Middx  TW18  3AZ. 


Nursery  safety 


Jeyes  have  extended  their 
babycare  range  with 
Antibacterial  Nursery 
Spray  and  Antibacterial 
Nursery  Wipes. 

The  Nursery  Spray 
(500ml  £1.29)  will  kill 
germs  and  clean  surfaces, 
but  it  is  odourless  and 
harmless,  say  Jeyes. 


Antibacterial  Wipes  (30 
£1.09)  also  have  a  germ 
killing  formula  and  are 
odourless  and  non-toxic, 
says  the  company.  They 
are  suitable  for  cleaning 
any  washable  surface  with 
which  children  or  babies 
come  into  contact.  Jeyes 
Ltd.  Tel:  0842  754567. 


Colgate 
ackffun 
brushes 

Colgate-Palmolive  have 
launched  a  range  of 
brightly  coloured 
toothbrushes,  called  Wild 
Ones. 

The  latest  addition  to 
the  diamond  head  range  is 
aimed  at  eight  to  34  year 
olds. 

Wild  Ones  come  in  a 
choice  of  18  bold  designs 
and  are  available  in  junior 
and  adult  sizes.  The 
brushes  will  retail  at  £1.59 
and  come  in  outers  of  12. 
Colgate-Palmolive.  Tel: 
0483  302222. 


Le  Boscq 
adds  male 
fragrance 

Parfums  Le  Boscq  are 
launching  a  male 
fragrance  called  i  at 
Chemex. 

i  has  a  fresh  citrus 
fragrance  with  woody 
undertones.  The  range 
includes  after  shave  lotion 
(50ml  £9.95;  15ml  trial 
size  £2.45),  bath  and 
shower  gel  (150ml  £4.95), 
styling  gel  (100ml  £3.95), 
body  spray  (150ml  £4.95) 
and  facial  moisturiser 
(100ml  £10.95).  Parfums 
Le  Boscq.  Tel:  081-863 
9001. 


Unipath  are  offering  consumers  a  free  1993  diary  with  each 
double-test  pack  of  Clearblue  One  Step  during  September 
and  October.  The  Well  Woman  diary  features  a  16-page 
section  based  on  Unipath's  "Getting  to  know  your  body" 
leaflet  plus  details  of  Clearblue  One  Step  pregnancy  test  ant 
home  ovulation  test.  Packs  will  be  flashed  to  highlight  the 
offer.  To  order  contact  Unipath  Ltd.  Tel:  0234  347161. 
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.for  a  very  important  date. 


Because  from  the  beginning  of  September  each 
two  test  pack  of  Clearblue  One  Step,  the  world's  simplest  home 
pregnancy  test,  will  carry  a  free  1993  Well  Woman  Diary  for  your 
customers.  The  diary  with  its  discreet  Clearblue  One  Step  logo  has  16 
pages  of  interesting  facts,  information,  hints  and  tips  on  women's  health. 


So  make  sure  you  make  a  date  with  your  Unipath  representative 
or  your  regular  wholesaler  for  an  offer  that  will 


CLEARBLUE 

ONE  STEP 

THE  WORLD'S  SIMPLEST  PREGNANCY  TEST 

Clearblue  One  Step  and  the  fan  device  are  trade  marks.  Unipath  Ltd,  Norse  Road,  Bedford,  MK41  OQG 


Clarins  harness  marine 
technology  in  new  range 


Clarins  have  relaunched 
five  of  their  skincare 
products  with  new 
formulations  and  renamed 
the  range  Clarins 
Plant-Marine. 

The  new  formulations, 
containing  a  combination 
of  lipophilic  marine 
extracts  and  hydrophilic 
plant  extracts,  are  said  to 
increase  healthy  cellular 
renewal,  maintain  skin's 
moisture  balance  and 
restore  the  protective 
hydrolipidic  film. 

Revitalising  Moisture 
Base  (50ml  £13.50)  is  a 
light  day  emulsion, 
suitable  for  combination 
skins.  Ingredients  include 
sea  fennel,  mallow, 
avocado  and  wheatgerm  oil 
and  UV  filters. 

Revitalising  Moisture 
Cream  (50ml  £19.50)  is 
recommended  as  a  day 
cream  for  dry  skins  or  a 
night  cream  for 
combination  types.  Key 
ingredients  in  the  cream 
are  mallow,  sea  fennel, 
vitamins  A  and  B  and  UV 
filters. 

Revitalising  Tinted 
Moisturiser  (50ml  £12.50) 
is  suitable  for  all  skin  types 
and  comes  in  five  shades. 


Ingredients  include  shea 
butter,  rice  bran  oil  and 
allantoin. 

Revitalising  Moisture 
Mask  (50ml  £14)  is  said  to 
be  a  creamy,  non-drying 
mask  suitable  for  all  skin 
types,  especially  dry.  It  is 
left  on  for  ten  to  15 
minutes,  then  remaining 
traces  are  rubbed  into  the 


skin. 

Revitalising  Body  Lotion 
(200ml  £13)  is  suitable  for 
all  skin  types.  It  contains 
horsetail,  coneflower, 
mallow  and  sea  fennel. 

The  new  Clarins 
Plant-Marine  range  is 
available  from  September. 
Clarins  Ltd.  Tel:  071-629 
2979. 
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Crookes  Healthcare  have  produced  a  new  booklet  entitled 
"How  to  cope  with  painful  periods  and  PMS".  The  16-page 
leaflet  gives  information  and  advice  on  PMS  and  period 
pains  and  how  to  cope  with  them  through  improved  diet, 
exercise,  relaxation  and  painkillers,  such  as  their  own 
Nurofen.  For  copies  write  to  Painful  Periods  &  PMS, 
Nurofen  Advisory  Service,  PO  Box  63,  High  Wycombe, 
Bucks  HP  10  8XA.  Crookes  Healthcare.  Tel:  0602  507431. 


On  TV  Next  Week 


GTV  Grampian          C4  Channel 

1           TV-am  Breakfast 

B  Border                U  Ulster 

Television 

BSB  British  Sky        G  Granda 

STV  Scotland  (central) 

Broadcasting  AAnglia 

Y  Yorkshire 

C  Central               TWS  South  West       HTV  Wales  &  West 

CTV  Channel  Islands   TTV  Thames 

TVS  South 

LWT  London  Weekend  Television 

TT  Tyne  Tees 

Brut:             All  areas  except  CTV,  LWT,  TTV,  TVS,  TV-am 

Colgate  Great  Regular  Flavour 

All  areas 

Colgate  Flax: 

All  areas 

Cream  Silk 

All  areas 

Dettol: 

All  areas  except  LWT 

Disprin: 

GTV,  STV,  B,  G,  Y,  C,  TVS,  C4 

Dove: 

All  areas 

Forward  Follow-on  Milk: 

TV-am 

Impulse  body  spray 

All  areas 

Listerine: 

CTV,  U,  STV,  TVS,  TTV 

Maws: 

All  areas 

Nurofen: 

All  areas 

Once: 

All  areas 

Ponds  Performance: 

All  areas  except  U,  TV-am 

Rap-eze: 

A,  TVS.  LWT,  TTV,  C4 

Remegel: 

B,  HTV,  TSW,  TVS 

Salon  Selectives: 

GTV,  STV,  B,  Y,  TT,  C4 

Slim-Fast: 

All  areas 

Wrigley's  Extra  &  Orbit: 

All  areas 

wtkfhlL 
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FSC  WATERFALL  CAPSULES  for  women  to  lake  before  their  periods     FSC  FIGURE  TRIM  8  CAPSULES  contain  a  plant  source  ingredient  thai 


or  lor  those  on  a  caloric-controlled  diet.  They  provide  herbal  extracts 
which  can  help  maintain  normal  body  water  balance. 

FSC  BLACKSTRAP  MOLASSES  IRON  CAPSULES  contain 
natural-source  molasses  and  extra  organic  iron.  One  capsule  a  day  will 
ensure  the  full  daily  amount  of  iron. 


swells  gently  in  the  stomach  to  take  the  edge  off  hunger 

FSC  FORMULA  Z  CAPSULES  contain  five  soothing  gentle  herbs.  One 
capsule  a  night  before  bed. 

FSC  B-EASY  CAPSULES  contain  herb  extracts  and  B  vitamins  which  help 
keep  the  nervous  system  healthy. 


t'2M)K  NATIONAL  ADVERTISING  SPEND   *   SUBSTANTIAL  PR/POS  SUPPORT 


Health  &  Diet  Company  Limited.  F.uropa  Park.  Sloneclough  Road.  Radcliffe,  Manchester  M26 9HB.  Products  available  direct  (phone  0204-707420)  or  from  your  Wholesaler 
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IN  THE  BABY  DRINKS  MARKET 


SftClAUV  &LEND£D  KM?  BASIS  AHD  KMJDiKS  ^^IMBMIB/WDKmBS 

Apple  &  Cherry  f    Apple  &  Orange 
Juice  Juice 


SffCIAHV  KHfflB)  KB  BAKES  AMD  I0DD1HS 

Apple,  Plum  & 
Orange  Juice 


SPKIAUV8lENDK)fO«8ASlESA)fflIOtH)lESS  I  HKWU.VBe(OH)K»8A81iSAflDIOllMS 

Pear  &  Pineapple    1  n,   ,  Apple  & 

Blackcurrant  Juice 


THERE'S  ONLY  ONE  BRAND  LEADER1 


AND  ONLY  ONE  BRAND  IS  IN  ALL 

THREE  SECTORS 


APPle&  Fennel  Flavour 


Ne&  Camomile  Flavour 


SO  IT'S  OBVIOUS  WHICH  ONE  TO  STOCK. 


In  the  fast-growing  baby  drinks  market,  one 
brand  stands  head-and-shoulders  above  the  rest. 
Robinsons. 

And  with  record  levels  of  promotional  activity 
planned,  that's  the  way  we  intend  to  stay. 

*Source:  Independent  Panel  Data  1991. 


THE  TASTE  OF  SUCCESS 


Scriptspecials 

Combined  actions  fight  acne 


Acnecide  is  an  innovative  benzoyl 
peroxide  acne  treatment  from 
Galderma  UK  using  a  new 
acrylates  co-polymer/glycerin 
system.  Its  combination  of 
keratolytic  actions  of  micronised 
benzoyl  peroxide  with  sebum 
absorbtion  and  skin  moisturisation 
make  it  a  highly  effective 
treatment  for  mild  to  moderate 
acne. 

Benzoyl  peroxide  is  an 
established  antibacterial  and 
keratolytic  agent  which  works  by 
peeling  off  the  superficial  layers 
of  the  skin,  and  reduces  the 
number  of  Propionibacterium 
acnes  leading  to  a  reduction  in 
the  production  of  irritant  fatty 
acids. 

Acrylates  co-polymers  are 
small,  highly  porous  beads  that 
readily  absorb  oil,  up  to  four 
times  their  weight,  but  exclude 
water.  Galderma  have  added 
glycerin  to  the  beads. 

When  Acnecide  is  spread  on 
the  skin  the  beads  actively  absorb 
excess  oily  sebum.  The  removal  of 
sebum  helps  to  reduce  a  major 
cause    of   skin  inflammation. 


Glycerin,  in  the  beads,  is 
displaced  by  the  incoming  sebum 
and  deposited  on  the  skin.  The 
glycerin  helps  to  soothe  the 
dryness  and  erythema  that  acne 
sufferers  may  experience  after 
applying  benzoyl  peroxide. 

The  company  says  that  patient 
compliance  will  be  enhanced 
with  Acnecide,  as  the  skin  will  feel 
less  inflamed  and  irritated  as  well 
as  less  oily. 

Product  licence  holder  Galderma 
(UK)  Ltd,  Leywood  House, 
Woodside  Road,  Amersham, 
Bucks  HP6  6AA. 

Presentation  A  topical  aqueous 
gel  containing  5  per  cent  and  10 
per  cent  w/w  benzoyl  peroxide 
and  4  per  cent  glycerin.  Acnecide 
is  supplied  in  60g  plastic  tubes  at 
an  NHS  cost  of  £3.75  (5  per  cent) 
and  £4.12  (10  per  cent). 
Indications  All  stages  of  acne 
vulgaris 

Administration  After  washing 
with  a  mild  cleanser  and  water, 
Acnecide  should  be  applied  once 
or  twice  daily  to  the  entire 
affected  area.  Initially  Acnecide  5 
per  cent  should  be  used;  if  this  is 


Tildiem  LA 

Searle  Pharmaceuticals  are 
introducing  Tildiem  LA  ,a 
sustained  release  formulation 
containing  300mg  diltiazem 
hydrochloride.  One  capsule  should 
be  taken  daily,  swallowed  whole 
before  or  during  a  meal. The  NHS 
price  for  28  is  £11.  Searle 
Pharmaceuticals  Tel:  0494 
521124. 

Evans  addition 

Evans  Kerfoot  have  extended  their 
Evans  range  to  include  Dothiepin 
Capsules  25mg  x  100  (£3.55). 
Mebeverine  tablets  135mg  x  100 
(£6.50)  have  been  introduced  in 
both  the  Evans  and  Kerfoot  labels. 
Evans  Medical  Ltd.  Tel:  0582 
608308. 

Sabril  sachets 

Sabril  is  now  available  in  packs  of 
50  sachets  (£24.95).  Each  sachet 
contains  500mg  of  the 
anti-epileptic,  vigabatrin.  The 
sachets  will  be  shrink-wrapped  in 
groups  of  five  packs,  which  will  be 
the  minimum  order.  Marion 
Merrell  Dow.  Tel:  081  848  3456. 

Melleril  500ml  pack 

Sandoz  are  introducing  a  500ml 
pack  of  Melleril  (thioridazine) 
suspension  0.5  per  cent  (£3.06) 
which  will  be  phased  in  to  replace 
the  current  one  litre  pack.  Sandoz 
Pharmaceuticals.  Tel:  0276 
692255. 


Discontinuations 

Roche  are  discontinuing  Genticin 
vials  40mg/ml  (2ml)  x  5,  Genticin 
pure  powder  Ig  and  Genticin 
ointment  15g  owing  to  continued 
low  demand.  Declinax  tablets 
20mg  x  100  and  Neo-Mercazole 
tablets  5mg  x  500  have  also  been 
discontinued  and  will  no  longer  be 
available  when  current  stocks  are 
exhausted.  Customers  are  advised 
to  use  up  existing  stocks  in  the 
normal  way  as  the  company  will 
not  be  accepting  returns.  Roche 
Products  Ltd.  Tel:  0707  328128. 

Omnopon  labels 

Roche  are  amending  the  labels  on 
Omnopon  products  to  minimise 
the  risk  of  dosing  confusion  when 
the  reformulated  Omnopon  is 
prescribed.  The  word  "Adult"  will 
now  appear  on  the  Omnopon  20 
carton  and  "Paediatric"  will  appear 
on  the  Omnopon  10  carton.  Stocks 
of  the  new  Omnopon  20  carton  are 
now  with  the  wholesalers  and  the 
Omnopon  10  cartons  will  be 
available  from  October.  Roche 
Products  Ltd.  Tel:  0707  328128. 

Ismelin  in  28  pack 

Ismelin  25mg  tablets  willl  be 
available  in  a  new  pack  size  of  28 
(£1.44),  as  part  of  Ciba-Geigy's 
move  towards  "OPD"  packs.  The 
introduction  of  the  new  pack  size 
will  coincide  with  the  exhaustation 
of  the  old  pack  size  of  100. 
Ciba-Geigy  Pharmaceuticals  Tel: 
0403  50101. 


well  tolerated,  treatment  may  be 
continued  with  the  higher 
strength. 

Contra-indications  Known 
sensitivity  to  benzoyl  peroxide 
Precautions  Avoid  contact  with 
the  eyes,  eyelids,  lips  and  mucous 
surface.  If  accidental  contact 
occurs,  rinse  with  water.  If  the 
skin  is  exposed  to  strong 
sunlight,  a  sun-screening 
protective  agent  should  be  used. 
Acnecide  should  be  applied  less 
frequently,  preferably  in  the 
evening,  to  avoid  unnecessary 
irritation. 


Warnings  May  bleach  hair  and 
coloured  fabrics 

Side-effects  The  skin  may 
become  red  and  sore  during  the 
first  few  days  of  treatment. 
Acnecide  should  be  applied  less 
frequently  until  this  phase  has 
passed 

Pharmaceutical  precautions 

Store  at  room  temperature  not 

exceeding  25°C 

Legal  category  P 

Product  licence  numbers 

Acnecide  5  —  10590/0006, 
Acnecide  10  —  10590/0007. 
Issued  July  1992 


MEDICAL  MATTERS 


Adverse  effects  of 
omeprazole  reported 


Omeprazole  has  been  reported  as 
a  possible  cause  of  gynaecomastia 
and  impotence  in  this  week's 
British  Medical  Journal.  The  15 
cases  of  impotence  and  15  cases 
of  gynaecomastia  had  been 
reported  in  the  World  Health 
Organisation's  programme  for 
international  drug  monitoring, 
and  represent  the  total  reported 
experience  of  these  adverse 
reactions  up  to  December  1991. 

All  cases  of  impotence  were  in 
men  who  had  been  taking 
20-40mg  omeprazole  for  a  mean 
of  four  days,  in  most  cases  as  a 
treatment  for  reflux  oesophagitis. 

Gynaecomastia  occurred  in  13 
men  and  two  women,  most  of 
whom  were  receiving  treatment 
for  either  gastric  or  duodenal 
ulcers.  The  mean  time  to  onset 
was  2.9  months  and  the  doses  of 


omeprazole  used  were  20mg  in 
most  patients. 

Inhibition  of  cytochrome 
P-450,  as  postulated  for 
gynaecomastia  and  impotence 
caused  by  cimetidine  could  also 
apply  to  omeprazole  which  also 
has  some  properties  inhibiting 
liver  cytochrome  P-450  enzyme. 

Causality  cannot  be  simply 
determined  from  the  information 
available  as  the  cases  occurred  in 
several  countries  and  the 
information  was  gained  and 
assessed  in  different  ways. 
However,  the  fact  that  seven  of 
the  patients  with  impotence  and 
five  of  those  with  gynaecomastia 
either  had  recovered  or  were 
improving  at  the  time  of  this 
report,  say  the  authors,  is  strong 
evidence  that  omeprazole  was  the 
causative  agent. 
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of  migraine  for  over  two 
million  sufferers.  And 
clinical  trials  showed  that 
over  70%  of  migraine 
patients  preferred 
Migraleve  to  their  regular 
treatment. 

With  Charwell's 
launch  of  Migraleve  12's 
to  the  consumer  and  a 
continued  commitment  to 
national  advertising 
support,  thousands  of  new 
customers  will  be  asking 
for  Migraleve  and  our 
other  products.  In  fact, 
continuous  advertising 
across  all  our  brands  will 
be  seen  by  over  19  million 
potential  customers. 

Effective  products  and 
effective  marketing  -  that's 
why  Charwell  brands  make 
profits  for  you. 


CHARWELL 

CARE  FOR  YOUR 
CUSTOMERS 

PROFIT  FOR  YOU 


Migraleve 

Aludrox 


Isogel 


Natural  Fibre  Drink 
for  Bowel  Regularity^ 


The  complete  Charwell  range  is  available  from  your  wholesaler.  For  more  information  telephone  or  write  to  Charwell  Pharmaceuticals  Ltd, 
Charwell  House,  Wilsom  Road,  Alton,  Hampshire  GU34  2TJ  Tel:  (0420)84801  Fax:  (0420)  89376 


Pharmacy  —  moving  towards  an 
employee  profession 

Strong  and  fundemental  forces  are  changing  the  way  health  care  is  delivered  in  the  UK. 
Pharmaceutical  consultant  Alan  Smith  looks  at  the  way  community  pharmacy  might 
develop  in  the  years  ahead,  and  in  particular  the  fate  of  the  small  independent  contractor 

adjacent  to  these  centres". 

The  scenario  painted  by 
Xrayser  was  reaffirmed  by  the 
statement  of  Tim  Astill  at  this 
year's  Vantage  Convention, 
when  he  said:  "The  loss  of  the 
cost-plus  contract  has  had  a 
severe  effect  on  the  gross 
margins  from  NHS  dispensing 
for  pharmacy  contractors  and 
the  profit  level  has  now  fallen 
to  well  under  20  per  cent. 

"For  the  first  time, 
wholesalers  are  beginning  to 
have  bad  debt  problems.  Too 
many  pharmacists  are  now 
finding  that  when  they  have 
paid  their  staff  and  their 
overheads  there  is  nothing  left 
for  them". 

Profit  under  1pc? 

In  my  opinion,  the  net  profit  is 
now  less  than  1  per  cent.  In 
view  of  this  low  figure,  thought 
has  to  be  given  to  why  public 
companies  still  pay  very  high 
prices  for  the  acquisition  of  an 
NHS  dispensing  contract.  The 
reason  is  probably  because  the 
enormous  purchasing  power  of 
the  larger  chains  enables  them 
to  purchase  drugs  at 
advantageous  prices.  Even  if 
they  can  purchase  drugs  at  only 
a  few  percentage  points  below 
the  price  available  to 
independent  pharmacists,  this 
alone  will  ensure  a  profit  level 
of  at  least  4  per  cent  on 
turnover,  which  was  the 
average  percentage  net  profit 


Department  of  Health  statistics 
show  that  the  number  of 
community  pharmacists  under 
contract  with  FHSAs  increased 
by  20  in  the  period  between 
the  end  of  1989  and  March 
1991,  reversing  the  downward 
trend  of  the  previous  three 
years. 

At  first  sight  this  might  seem 
to  be  a  healthy  situation  for 
community  pharmacy,  but  it 
should  be  noted  that  the 
number  of  pharmacies 
belonging  to  large  chains 
increased  more  rapidly  than 
those  run  independently  or  as 
part  of  a  small  chain  of  fewer 
than  five  pharmacies. 

The  figures  show  a 
substantial  increase  in  large 
chains  of  around  300  during 
1990-91.  The  trends  in  the 
number  of  pharmacies  by  type 
are  set  out  in  the  graph  below 
and  numerically  in  the  table 
opposite. 

The  number  of  multiple 
pharmacies  is  just  part  of  the 
overall  picture.  Because  of  the 
increasing  number  of 
franchisee!  pharmacies  owned 
by  major  wholesalers,  and  the 
large  number  of  independent 
pharmacies  which  have 
guaranteed  loans  by  major 
wholesalers  —  which  ties  them 
to  buying  the  majority  of  their 
products  from  that  wholesaler 
—  it  can  be  seen  that  the 
polarisation  of  power  into  large 
retail  groupings  indicates  a 
larger  decline  in  the  truly 
independent  pharmacy  than 
might  otherwise  be  apparent. 

Xrayser,  in  Chemist  & 
Druggist  May  16,  1992,  stated 
that:  "Irrational  planning  will 
continue  to  be  achieved  by  the 
inexorable  financial  attrition  of 


the  financially  most  vulnerable, 
with  little  attention  being  paid 
by  government  to  planning  a 
properly  remunerated  and 
integrated  service.  Individuality 
will  be  squeezed  out  of  the 
system  to  be  replaced,  as  the 
multiples  become  more 
powerful,  by  'clinical'  efficiency. 
Wholesaling  will  become  ever 
more  efficient,  with  a  single 
daily  drop  becoming  the  norm, 


second-line  alternatives  an 
unaffordable  luxury,  and  slow 
moving  lines  relegated  to  the 
pages  of  history. 

"The  desire  of  the  public  for 
a  convenient  dispensing  service 
will  dictate  planning  policy  and, 
as  medical  services  become 
concentrated  in  larger,  more 
cost  effective  surgeries,  so 
pharmacies  will  become 
similarly  situated  within  or 


Trends  in  the  number  of  community  pharmacies  by  type 


1980-1990 


14(H 
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120- 


110- 


100- 


Index (1980=100) 


(Value  141.0) 


Large  chain 


(Value  103.2) 


1980     1981     1982   1983     1984     1985   1986    1987   1988    1989  1990 
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Community  pharmacies  with  FHSA  contract 


Year  Number  of  Of  which  Number  of  Number  of 
community  opened  independent/  large  chains 
pharmacies       during  year      small  chains 
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1HS  o 
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1984 

9210 

260 

6910 

2300 

1985 

9500 

390 

7090 

2410 

1986 

9760 

390 

7320 

2440 

1987 

9920 

560 

7330 

2590 

1988 

9770 

70 

7270 

2500 

1989 

9730 

70 

7140 

2590 

*1990/91 

9750 

90 

6860 

2890 

*  Period  January  1  1990  to  March  31  1991 

NB:  IndepedemYsmall  chains  are  single  pharmacies  or  groups  with  fewer 
than  five  pharmacies.  Large  chains  are  groups  with  five  or  more 
pharmacies. 


prior  to  the  demise  of  the  cost- 
plus  contract. 

Clive  Parr,  general  manager, 
Hereford  &  Worcester  FHSA, 
stated  at  the  College  of 
Pharmacy  Practice  annual 
lecture  in  Coventry  on  April  29, 
that  he  felt  pharmacists  were 
on  the  outer  fringes  of  primary 
health  care  teams. 

He  added  that  the  two 
"major  and  glaring"  omissions 
from  the  recently  published 
Pharmaceutical  Care  report  are, 
firstly,  that  the  question  of  how 
pharmacy  should  integrate  with 
the  changing  face  of  primary 
care  is  hardly  touched  upon. 

Secondly,  the  report  omitted 
any  reference  to  the  impact 
that  general  medical 
practitioner  fund  holding  might 
have  on  the  delivery  of 
pharmaceutical  care  in  the 
future.  Mr  Parr  felt  that  it  was 
inevitable  that  pharmacists  and 
doctors  would  increasingly 
work  together  under  the  same 
roof  and  that  GP  fundholders 
would  increasingly  see 
pharmacists  as  vital  in 
developing  and  managing  drug 
budgets  because  cost-effective 
prescribing  would  mean  more 
money  being  available  for 
other  aspects  of  patient  care. 

He  thought  patients  would 
find  it  increasingly  odd  that 
they  could  obtain  on  the  spot 
in-house  services  from  family 
doctors,  nurses,  dieticians, 
physiotherapists,  counsellors 
and  chiropodists  but  not, 
apparently,  from  pharmacists. 

He  also  forecast  that  within 
two  years,  in  some  parts  of 
Britain,  the  drug  costs  of  most 
practices  would  be  funded,  for 
the  first  time  in  the  history  of 
the  NHS,  from  cash-limited 
budgets. 

One-stop  health 
care 

Duncan  Nichol,  chief  of  the  NHS 
Management  Executive,  has 
also  said  that  GPs  could  become 
a  "one-stop"  for  health  care 
buying  and  the  co-ordination  of 
services,  including  consultant 
services. 

The  opposing  viewpoint, 
which  advocates  the  retention 
of  pharmacies  in  shopping 
areas,  referred  to  the 
congestion  in  a  practice 
pharmacy  during  busy  surgery 
hours,  and  the  fact  that  80  per 
cent  of  script  are  repeats. 

Patients  might  well  prefer  to 
have  their  prescription 
dispensed  at  a  more  convenient 
time  or  place  for  them,  perhaps 
in  the  area  where  they  work,  or 
where  and  when  they  do  their 
shopping.  The  increasing 
number  of  pharmacies  within 
major  supermarkets  is  perhaps 
an  indication  in  support  of  this 
point  of  viewp. 

However,  that  80  per  cent  of 
prescriptions  are  dispensed  by 
the  pharmacy  nearest  to  the 
point  where  the  prescription  is 
written  indicates  that  a 
pharmacy  in,  or  adjacent  to,  a 
medical  practice  supports  the 
close  association  between 
pharmaceutical  and  medical 
services. 

The  recent  activity  of  Boots 
the  Chemists  in  initiating 
collection  and  delivery  services, 
and  their  high  degree  of 


involvement  in  the  provision  of 
services  to  residential  homes 
and  maintaining  patient 
medication  records,  are  signs  of 
a  sleeping  giant  awakening. 

It  is  reported  that  Boots  are 
also  looking  at  the  concept  of 
closed  door  pharmacies  to 
provide  such  products  as  total 
parental  nutrition  bags  and 
sterile  injectables  for  home  use. 

It  is  also  reported  that  Boots 
are  writing  to  various  GP 
practices,  saying  they  are  "very 
interested  in  setting  up 
pharmacies  within  or  adjacent 
to  doctors'  premises ...  with  a 
view  to  improving  benefits  to 
patients".  Such  a  tactic  has 
been  recently  endorsed  by  the 
Council  of  the  Royal 
Pharmaceutical  Society. 

Boots'  letter  sets  out  the 
advantages  of  having  a 
pharmacist  on  the  surgery 
premises.  Even  with  the  current 
legislation  restricting  the  right 
of  entry  into  NHS  dispensing 
contracts,  it  is  highly  likely  that 
a  new  contract  would  be 
granted,  particularly  if  the 
concept  of  an  integrated 
primary  health  care  team  is 
supported  by  the  FHSA. 

BMA  survey 

The  BMA  recently  surveyed 
25,000  general  practitioners 
and,  although  at  present  only 
12.5  per  cent  of  GPs  are 
dispensing  doctors,  when  asked 
about  types  of  future  services 
which  should  be  available  in 
GPs'  surgeries,  just  under  33  per 
cent  thought  that  a  full 
pharmacy  service,  including  the 
sale  of  over-the-counter  drugs, 
would  be  appropriate. 

Against  that,  46  per  cent  felt 
that  a  pharmaceutical  service 
was  inappropriate  and  a  further 
22  per  cent  did  not  have  any 
strong  views  on  the  issue. 

The  increase  in  fundholding 
practices  could  well  lead  to  an 
increase  in  the  number  of  GPs 
who  would  like  a  pharmacy 
service  in-house.  Many 
pharmacists  might  prefer  to 
practice  in  this  environment  — 
ideally  as  an  independent 
contractor  —  but  some  would 
welcome  the  opportunity  to 
work  as  an  employee  of  a 
general  medical  practitioner 
rather  than  an  employee  of  a 
public  limited  company. 


A  survey  similar  to  the  BMA's, 
conducted  by  the 
Pharmaceutical  Society  to 
ascertain  the  viewpoint  of 
pharmacists,  with  particular 
emphasis  on  new  pharmacy 
graduates,  would  be  useful  in 
formulating  policies  for  the 
future.  Asking  patients  what 
they  want  of  pharmaceutical 
services  would  also  provide 
useful  information  to  help 
rational  decision  making. 

The  NAO  report 

The  National  Audit  Office 
report  earlier  this  year  stated 
that  the  number  of  small 
pharmacies  should  be  reduced. 
"The  present  payment  system 
supports  a  large  number  of 
small  pharmacies,  whose 
dispensing  costs  are,  on 
average,  higher  than  those  of 
large  pharmacies  and  many  of 
which  contribute  little  to  the 
accessibility  of  the  service,"  the 
report  saicf. 

It  advocated  a  single 
"tier-free"  system  to  remove 
"indiscriminate  support"  and 
estimated  that  "at  least  half  the 
pharmacies  in  England  dispense 
well  below  the  volume  (of 
scripts)  reckoned  to  be  most 
efficient  for  the  NHS". 

This  report  is  a  blueprint  for 
the  demise  of  smaller 
independent  pharmacies  and 
must  be  resisted  by  the  Society, 
the  National  Pharmaceutical 
Association  and  the 
Pharmaceutical  Services 
Negotiating  Committee, 
preferably  on  a  united  front. 

Emphasis  must  be  given  to 
the  quality  of  service  as  well  as 
accessibility  and  cost. 
Any  further  closure  of 
pharmacies  by  economic 
attrition  will  accentuate  the  loss 
of  independent  pharmacies. 

In  conclusion... 

The  limitation  of  the  NHS 
contract,  coupled  with  the 
existing  system  of 
remuneration,  will  result  in 
further  increases  in  the  number 
of  multiple  pharmacies.  But,  in 
view  of  low  profitability, 
combined  with  the  current 
government  policy  on 
restrictive  trade  practices, 
limitation  of  contract  is  by  no 
means  sacrosanct. 
Under  the  old  cost-plus 


contract  there  was  a  definite 
incentive  for  government  to 
restrict  the  number  of 
pharmacies  because  the 
additional  cost  of  premises  and 
staff  led  to  an  increase  in  the 
cost  of  providing  the 
pharmaceutical  service. 

Under  the  current  regime, 
there  is  no  additional  cost  to 
the  Exchequer  from  additional 
outlets.  And,  as  stated  in  the 
White  Paper  "Opening  Markets: 
New  Policy  on  Restrictive 
Practices"  (Cm727),  legislation 
will  provide  an  effective 
deterrent  against  price  fixing, 
market  sharing  and  other 
agreements  which  prevent  the 
full  operation  of  competition  in 
an  open  market. 

With  the  present  low  level  of 
profit  and  the  possibility  that 
the  restriction  of  contract  entry 
will  be  rescinded,  it  is  likely  that 
the  goodwill  paid  for 
pharmacies  will  decline. 

If  the  current  method  of 
remuneration  and  restriction  of 
contract  continue,  then  we  can 
anticipate  a  further  decline  in 
the  number  of  independent 
pharmacies  and  a  growth  in 
multiple  pharmacies. 

The  NHS  reforms  and,  in 
particular,  fundholding  could 
lead  to  two  types  of  pharmacy: 
those  within  or  adjacent  to  GPs' 
surgeries,  and  those  in  areas 
with  a  high  population  density 
or  high  "patient  flow",  eg 
adjacent  to,  or  within,  large 
stores  and  supermarkets.  It  is 
probable  that  the  former  will 
be  predominantly  independent 
pharmacies,  while  the  latter  will 
continue  to  be  owned  by 
multiple  concerns. 

Postal  dispensing 

The  fact  that  Boots  are  looking 
at  the  concept  of  closed  door 
pharmacies  might  also  lead  to 
the  development  of  postal 
dispensing,  which  is  common  in 
the  United  States.  Under  a 
postal  dispensing  service,  the 
doctor  sends  the  prescriptions 
in  a  prepaid  envelope  to  a 
central  dispensing  service  to 
despatch  by  first  class  post 
directly  to  the  patient's  home 
address. 

It  is  possible  that  doctors  may 
apply  to  become  appliance 
contractors.  The  chances  of  this 
occuring  are  enhanced  by  the 
recent  legislation  on  nurse 
prescribing.  In  addition  to 
supplying  dressings  and 
appliances,  an  appliance 
contractor  can  also  supply  GSL 
medicines  which  do  not  require 
professional  intervention,  in 
other  words,  medicines  in 
original  packs. 

I  forecast  an  increasing 
number  of  pharmacists  will  be 
employed  by  doctors,  both  as 
pharmacists  and  as  practice 
managers,  and  this  opinion  is 
supported  by  both  the  BMA 
survey  and  many  FHSA  general 
managers. 

The  future  of  pharmacy  is 
assured,  but  the  method  and 
location  of  practice  will  change. 
Hopefully  it  will  be  in  a  way 
that  will  enable  pharmacists  to 
become  practitioners  in  their 
own  right  within  community 
pharmacies  as  we  know  them 
now,  and  within  practice 
pharmacies  in  or  beside  to 
practice  surgeries. 
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ADVERTISEMENT  FEATURE 


New  Vicks  VapoSyrup  -  a 
major  innovation  in 
cough  medicine 
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Vicks  VapoSyrup's 
success  in  seizing  the 
number  three  brand 
position  in  just  five 
months  clearly 
demonstrates  consumer 
enthusiasm  and  demand 
for  a  fast-acting  cough 
treatment,  says 
manufacturer  Procter 
&  Gamble. 


VapoSyrup,  which  was  launched 
in  August  1991,  took  an 
impressive  8.6  per  cent  value 
share  and  the  number  three 
market  position  by  January  this 
year,  contributing  significantly 
to  the  uncharacteristic  growth 
demonstrated  by  the  UK  cough 
sector  last  year.  In  fact,  Nielsen 
figures  indicate  that  the  total 
cough  remedies  market  grew  by 
16  per  cent  in  value,  compared 
with  a  largely  inactive  market 
the  year  before. 

Procter  &  Gamble  attribute 
their  success  in  part  to  an  in- 
depth  knowledge  of  the 
consumer.  The  extensive 
research  programme  carried  out 
prior  to  launching  VapoSyrup 
revealed  that  consumers 
wanted  a  cough  treatment  to 
be  not  simply  effective,  but 
rapidly  effective.  This  is  because 
traditional  cough  medicines, 
which  rely  on  systemically  acting 
ingredients,  require  up  to  45 
minutes  to  become  fully 
effective.  In  fact,  P&G's  research 


indicated  that  97  per  cent  of 
consumers  believed  that 
currently  available  cough 
medicines  failed  to  deliver  the 
rapid  relief  they  required. 

Thus  speed  was  the  key  area 
for  improving  consumer 
satisfaction  in  the  cough 
remedies  market. 

A  new  approach 

Vicks  VapoSyrup  marks  a  new 
approach  to  cough  treatment.  It 
uses  a  unique  "thixotropic 
polyol"  base  which  coats  the 
throat's  cough  receptors  on 
swallowing  to  provide  the  rapid 
relief  consumers  require.  This 
means  that  consumers  achieve 
maximum  relief  from  coughing 
after  just  five  minutes, 
compared  with  traditional 
cough  treatments,  which  take 
up  to  45  minutes  to  achieve 
peak  plasma  concentrations  of 
their  active  ingredients  and  to 
fully  exert  their  effect. 

VapoSyrup's  throat  coating 


effect  continues  to  provide 
cough  relief  until  the  highly 
effective  active  ingredients  take 
effect.  The  action  can  be 
compared  to  a  relay,  says  P&G. 
The  thixotropic  base  provides 
maximum  relief  for  around  45 
minutes  after  which  the 
systemic  ingredients  are  fully 
effective  and  take  over. 

In  independently  conducted 
clinical  trials,  the  faster  action 
of  VapoSyrup  is  clearly 
demonstrated.  The  thixotropic 
base  was  proven  to  provide  a 
significant  reduction  in 
coughing  faster  than  the  two 
leading  pharmacy  brands. 

Four  rational  cough 
treatments 

In  addition  to  the  unique 
thixotropic  technology  of 
VapoSyrup,  the  product  has 
been  developed  using  trusted 
ingredients,  and  adopts  a 
rational  approach  to  treatment. 
The  range  consists  of  four 
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Vicks  VapoSyrup  provides  rapid  and  effective  relief  of  cough  symptoms  through  the  combined  effects  of  i)  its 
special  cough-calming,  thixotropic  polyol  formulation,  and  ii)  its  highly  effective  systemically  acting  ingredients 


variants  specially  formulated  to 
deal  with  the  different  types  of 
cough  that  pharmacists  are 
most  frequently  consulted 
upon.  A  chesty  or  productive 
cough  requires  an  expectorant 
cough  treatment,  while  a  dry  or 
unproductive  cough  requires  a 
suppressant  treatment. 
Consumers  may  also  suffer  nasal 
congestion  with  their  cough, 
whether  it  is  chesty  or  dry. 


Furthermore,  current 
medical  opinion  stresses  the 
importance  of  ensuring  that 
consumers  take  a  remedy 
containing  only  ingredients 
relevant  to  their  symptoms.  For 
these  reasons,  VapoSyrup  offers 
a  comprehensive  range  of 
treatments  for  dry  cough,  chesty 
cough,  dry  cough  and  nasal 
congestion,  and  chesty  cough 
and  nasal  congestion. 


All  the  VapoSyrup  products 
are  available  in  120ml  bottles, 
with  a  retail  price  of  £2.65. 
Three  of  the  four  are  Pharmacy 
only  medicines. 
•  Vicks  VapoSyrup  for  Dry 
Coughs  contains  the  highly 
effective  dextromethorphan 
hydrobromide,  which  acts 
centrally  on  the  cough  reflex 
to  reduce  the  urge  to  cough, 
and  the  cough-calming 


thixotropic  polyol 
formulation  for  fast  action. 

•  Vicks  VapoSyrup  for  Dry 
Cough  and  Nasal  Congestion 
contains  the  well-established 
decongestant 
phenylpropanolamine 
hydrochloride,  which  works 
to  clear  a  blocked  nose  in 
addition  to  the  ingredients 
in  the  dry  variant. 

•  Vicks  VapoSyrup  for  Chesty 
Coughs  contains  the  highly 
effective  guaiphenesin 
which  acts  by  making 
phlegm/mucus  more  liquid 
and  thus  easier  to  cough  up, 
as  well  as  the  thixotropic 
polyol  formulation. 

•  Vicks  VapoSyrup  for  Chesty 
Coughs  and  Nasal 
Congestion  contains  the 
well-established  and 
effective  decongestant 
phenylpropanolamine 
hydrochloride  in  addition  to 
ingredients  in  the  chesty 
variant. 

None  of  the  VapoSyrup 
variants  contain  an 
antihistamine,  so  consumers  can 
be  safe  in  the  knowledge  that 
they  will  not  suffer  any  of  the 
side-effects,  such  as  drowsiness, 
which  are  associated  with 
preparations  containing  an 
antihistamine. 

Procter  &  Gamble  acknowledge 
the  power  of  pharmacist 
recommendation  in  helping  the 
brand  to  achieve  such 
impressive  sales  results  in  such  a 
short  space  of  time.  "The 
pharmacy  sector  has  really  put 
its  support  behind  VapoSyrup," 
explains  Claire  Wright, 
VapoSyrup's  brand  manager. 
"Our  research  shows  that  in 
England  and  Wales,  VapoSyrup 
has  achieved  recommendation 
levels  that  are  equal  to  the 
leading  cough  syrup  brand." 

VapoSyrup's  success  is  even 
more  pronounced  given  the 
historically  static  state  of  the  UK 
cough  remedies  market.  In  just 
five  months,  the  brand  achieved 
an  8.6  per  cent  value  share,  and 
has  contributed  significantly  to 
the  massive  growth  exhibited 
this  year  by  the  cough  sector.  In 
fact,  Nielsen  figures  show  that 
since  the  launch  of  VapoSyrup, 
the  total  cough  remedy  market 
has  grown  16  per  cent  in  value, 
compared  to  an  inactive  market 
the  year  before. 

P  &  G  promise 

Procter  &  Gamble  have 
promised  to  maintain 
VapoSyrup's  growth  record, 
announcing  a  support 
programme  worth  £2.6  million, 
including  a  massive  TV 
campaign  throughout  the 
winter  months  and 
revolutionary  display  and  point 
of  sale  material. 

"The  launch  of  VapoSyrup, 
and  the  reaction  of  our 
competitors  to  it,  has  led  to  a 
significant  increase  in  consumer 
purchases  of  cough  medicines 
through  the  pharmacy,"  says 
Claire  Wright.  "We  are 
committed  to  continuing  this 
growth  during  the  next  cough/ 
cold  season." 


Vicks  VapoSyrup 
provides  a  reduction  in  coughing  faster  than  the 
two  leading  pharmacy  brands. 
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It  shouldn't  happen 
to  a  pharmacist... 

It  has  been  a  long  Summer.  Contractors  are  still  waiting  for  a 
meagre  pay  settlement,  Joe  Public  has  been  on  holiday  and  come 
back  again,  and  that  large  multiple  is  still  around  the  corner.  Brian 
Lake  gets  some  of  his  frustrations  with  current  pharmacy  practice 
off  his  chest.  Wouldn't  it  be  lovely  if... 


Today  I  dispensed  a  prescription 
for  18  months  supply  of 
Noriday,  suggested  to  a  doctor 
that  ten  Dyazide  tablets  daily 
might  be  a  little  over  the  top, 
lost  a  prescription  for  atenolol 
because  the  patient  would  only 
accept  Tenormin  and  sold  a 
Manhattan  Glow  lipstick  to  a 
transvestite. 

There  was  a  sense  of 
irritation  in  the  first  three  acts, 
some  humour  in  the  last  —  the 
transvestite  made  a  more 
appealing  image  than  many  of 
my  female  customers! 

There  was  also  an  overriding 
frustration  that  the  conduct  of 
my  profession  is  determined  by 
a  body  which  appears  to  ignore 
the  practical  problems  I  face 
every  day.  Even  worse,  that  its 
short-sighted  unworldliness, 
exhibited  over  the  years,  has 
led  to  an  intolerable  increase  in 
my  stress  levels. 

Prescriptive  excess 

It  would  be  lovely  if  I  could 
refuse  to  dispense  a  script  that 
called  for  an  excessive  supply. 
Apart  from  the  Pill:  four  weeks 
of  any  medication  is  a  sufficient 
supply  for  a  patient. 

I  grow  tired  of  destroying 
thousands  of  pounds  worth  of 
stock  a  year  simply  because  our 
doctors  are  too  idle  to  sign  12 
forms  a  year  per  patient, 
instead  of  the  current  six. 

It  will  never  happen  though. 
Our  Society  is  too  timid  to  rock 
the  boat. 

Are  the  edicts  of  government 
so  sacrosanct  that  we  cannot 
question  the  rights  and  wrongs 
of  a  situation?  Must  we  only 
question  the  manner  in  which 
we  place  our  pills  in  the  pots 
and  not  the  logic  and  reasoning 
behind  the  supply? 

Prescriptive  errors 

It  would  be  lovely  if  every 
pharmacy  in  the  country 
referred  every  mistake, 
however  trivial,  back  to  the 
prescriber.  Not  by  telephone 
where,  more  often  than  not, 
the  doctor  rarely  discovers  a 
mistake  has  been  generated 
thanks  to  the  instinct  of  self- 
preservation  exhibited  by  most 
receptionists,  but  by  instructing 
the  patient  to  take  his 
prescription  back  to  the  surgery 
for  alteration. 

How  long  would  it  be,  I 
wonder,  before  the  doctors 
decided  to  discipline  their 
computers  to  issue  correct, 
easily  readable  missives  first 
time  round?  Not  long:  a 
succession  of  irate  patients 
would  quickly  bring  to  heel 
even  the  most  intractable  GP. 

It  will  never  happen.  There  is 


always  a  Johnny-come-lately 
who  will,  for  an  instant  small 
profit,  overlook  the  long-term 
benefits. 

Unified  pricing 

It  would  be  lovely  if 
manufacturers  were  required  to 
charge  one  price,  and  one  price 
only,  without  incentives  and 
discounts  for  the  big  boys.  How 
can  a  company  charge  a  one 
man  practice  the  full  book  price 
for  Tenormin,  then  invoice  a 
major  multiple  at  a  cost  which 
allows  it  to  supply  Tenormin 
against  a  scripts  for  generic 
atenol,  it  beats  me.  And  that  is 


only  one  example. 

Perhaps  I  might  feel  a  little 
different  were  I  a  big  boy,  but  I 
wonder...  With  a  unified  price 
just  think  of  the  savings  in  time 
and  stock  levels  in  buying  only 
from  one  source.  I  might  even 
be  able  to  determine  my 
payment  for  an  individual 
prescription  without  the  need 
to  add  one  thing,  subtract 
another,  divide  this  by  that... 

Uniform  branding 

If  the  Society  laid  down  a  single 
specification  for  the  size  and 
colour  of  each  generic  tablet 
and  capsule  it  would  be  lovely. 


Perhaps  with  a  logical,  coded 
identification  mark  giving  the 
basic  information  needed  in 
case  of  overdose. 

Two  letters  could  indicate  the 
manufacturer  —  there  are  not 
that  many  —  while  three  letter; 
and  three  numbers  would  covei 
the  name  and  strength  of  the 
preparation.  Thus  CODIG006, 
printed  on  the  tablet  would 
signify  Cox  Digoxin  0.625mg. 

It  would  be  bliss  to  see  the 
end  of  a  row  of  amoxycillin 
pots,  each  containing  between 
two  and  12  capsules,  all  of 
different  colour  combinations. 

Standardised  packs 

It  would  be  lovely  if  some 
visionary  came  to  a  decision  — 
any  decision,  I  do  not  care 
what,  so  long  as  the  end  result 
produced  a  standard  calender 
pack.  Maybe  I  am  naive,  yet  I 
consider  it  not  beyond  the 
powers  of  the  Society  to  make 
the  decision  for  those  who  can 
not,  or  will  not. 

It  seems  to  me  this  discussion 
has  been  going  on  for  long 
enough.  Someone  has  to  take  a 
lead  and  decide  before  we  all 
go  potty.  Will  it  ever  happen? 

Continued  on  p37C 
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Over  £500  worth  of  Sensor  razors  to  be  won  in  our  special  Gillette  competition! 


Free  Gillette  Senso 
razors 


Shaving  is  big  business.  As  the 
fastest  growing  sector  in  the  huge 
toiletries  field,  shaving  products 
accounted  for  £141  million  of 
spending  last  year  and  this  looks 
set  to  increase  this  year. 

Men  are  looking  for  the  best 
possible  shave  and  are  willing  to 
pay  a  higher  price  to  achieve  it. 
This  is  good  news  for  retailers, 
with  system  razors  offering  three 
times  more  profit  than  their 
disposable  counterparts. 

The  demand  for  better 
performing  products  has  made 
systems  -  a  handle  with 
replacement  cartridge  -  the 
growth  area  in  the  shaving 
market,  taking  over  60  per  cent  of 
the  market  value.  The  sector  rose 
to  £61  min  1991  -21  percent 
higher  than  the  year  before. 

The  retailer  also  benefits  from 
repeat  purchase  as  having  bought 
a  system  razor,  the  consumer  is 
committed  to  continuing  the 
purchase  of  replacement 
cartridges. 

The  increased  market  share  of 
systems  is  broadly  reflected  in  the 
pattern  of  sales  in  multiple 
grocers,  chemists  and 
independent  pharmacies.  Both 
independent  and  multiple 
pharmacies  have  shown  their 
commitment  to  the  systems 
market,  with  the  highest  share  of 
systems  in  any  market  sector - 
over  40  per  cent. 

Boost  your  sales 

By  following  these  simple 
guidelines,  pharmacies  will  help 
increase  sales  further,  guidelines 
maximise  off-take  from  the 
shaving  fixture,  increase  profit 
and  reduce  the  risk  of  consumer 
confusion  over  different  types  of 
razor:- 

■  Group  razors  and  blades 
category  by  category 

■  Ensure  the  fastest  selling 
products  get  maximum 
exposure 

■  Put  systems  in  the  key  selling 
spot,  ie  the  centre  of  the 
display  -  known  as  the 

"  bugeye" 
*  Clearly  differentiate  between 
types  of  system  razor  -  fixed, 
swivel  and  independently 
sprung  blades 

■  Display  system  handles  above 
the  relevant  cartridge  type  - 
handles  stimulate  cartridge 
sales 

■  Put  bulky  disposables  in 
baskets  to  cope  with  high  rate 
of  sale 

■  Position  blade  packs  of  "ten" 


more  prominently  than  "five" 
to  encourage  larger  pack 
purchases 
8  Help  customers  choose  the 
right  blade  or  cartridge  by 
using  explanatory  display 
material 
■  Check  regularly  for  out  of 
stocks  and  increase  space  to 
the  fastest  sellers  if  an  out  of 
stock  pattern  occurs. 
Gillette  are  offering  free 
Sensor  razors  to  six  winners. 
Each  winner  will  receive  three 

2-packs  of  Sensor  razors  worth 
over  £90.  All  you  have  to  do  is 
fill  in  the  three  missing  products 
on  the  planogram  using 
information  from  the 
merchandising  tips  above.  The 
first  six  correct  entries  drawn  will 
be  the  winners. 

Send  your  answer  to  Gillette 
( Competition,  Chemist  & 
Druggist,  Sovereign  Wav, 
Tonbridge,  Kent  TN9  1RW. 
Entries  must  be  received  by 
( October  9  to  be  eligible  for  the 
draw. 
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Rules 

I.  All  ciiii  ivs  become  the  property  of  Gillette,  2.  The  competition  is  not  open  to  employees  of  Gillette  or  United  Newspapers  Publications, 
iln: 1 1  families  or  the  companies'  agencies.  3.  The  closing  date  is  Friday,  October  9,  1992.  4  Entries  received  after  the  closing  date  will 
iini  be  accepted.  5.  The  first  six  correct  entries  drawn  ant  of  the  bag  after  the  closing  date  will  be  the  winners.  6.  The  editot 's  decision 
is  final  and  no  correspondence  will  he  entered  into  7.  I  he  winner'  \  names  will  be  available  from  <  tillette 
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Perhaps  our  Society  has  first  to 
decide  whether  it  has  the 
power  to  decide  whether  it  has 
the  power  to  decide.  And  so  on 
ad  nauseam. 

Out  of  the  window 

It  would  be  lovely  if  the  now 
not-so-new  contract  was 
thrown  out  of  the  window.  It  is 
a  retrograde  abomination  that 
is  rapidly  concentrating  the 
ownership  of  retail  pharmacies 
into  the  hands  of  a  few,  ever 
more  powerful  multiples,  who 
seem  at  will  to  be  able  to  ride  a 
coach  and  horses  through  the 
intent  of  the  legislation. 

What  is  there  that  a  young 
pharmacist  do,  if  he  wishes  to 
become  an  independent 
proprietor?  Take  on  a 
franchise?  Serve  ten  miserable 
years  of  impoverishment 
working  like  stink  for  an 
avaricious  bank?  Seduce  a  rich 
widow  or  poison  his  parents? 

Even  the  most  borderline 
business  now  demands  an 
astronomical  asking  price,  well 
beyond  the  pocket  of  most 
aspiring  young  pharmacists.  In 
theory  the  new  contract 
stopped  leapfrogging,  but 
there  must  have  been  a  better 
method. 

The  old  way  determined  the 
need  for  a  pharmacy  on 
practical  grounds:  if  it  was  not 
needed  it  ceased  to  exist.  I  see 
nothing  wrong  in  such  a 
situation,  ethically  or  from  the 
point  of  view  of  a  businessman. 
Surely  the  Pharmaceutical 


Services  Negotiating  Committee 
could  have  taken  the  power  to 
decide  if  a  pharmacy  was 
needed,  were  it  necessary  to 
make  such  a  decision,  without 
the  petty  restrictions  and 
bureaucratic  obstruction  with 
which  any  relocation  or 
opening  must  now  contend. 

Personal  service 

If  pharmacy  was  given  back  to 
the  pharmacist,  and  taken  from 
the  profit-motivated 
accountant,  it  would  be  lovely. 
In  my  opinion,  only  one 
pharmacy  should  be  owned  by 
an  individual  pharmacist  and 
never  by  a  body  with  a  smaller 
percentage  of  pharmacists  on 
its  board  than  51  per  cent. 

The  pride  in  our  profession  is 
a  direct  measure  of  the  caring 
an  individual  is  prepared  to 
exhibit  in  his,  or  her,  daily 
working  routine.  Some  are 
better  than  others,  but  no  one 
with  an  eye  to  job  security  can 
ignore  the  demands  and 
restraints  of  an  owner  whose 
sole  interest  lies  within  the 
balance  sheet. 

If  the  multiples  do  not  find 
sufficient  profit  in  stocking  a 
line,  that  line  is  not  stocked. 
This  is  irrespective  of  whether 
Mrs  Smith  can  only  afford  the 
small  size  for  she,  as  far  as  the 
accountant  is  concerned,  does 
not  matter.  It  is  the  failing  of 
our  Society  that  some  move  has 
never  been  seriously 
contemplated  to  bring  about  a 
more  stringent  policy  where  the 
ownership  of  a  pharmacy  is 
concerned.  Now  why  should 


QUESTIONS  &  ANSWERS 


that  be,  I  wonder? 

Banishing  the 
front  shop 

It  would  be  lovely  if  all 
medicine  sales  were  restricted 
to  pharmacy  so  that  all  other 
peripheral  activities  could  be 
banished.  I  find  it  difficult  to 
understand  why  100 
paracetamol  tablets  can  be 
regarded  as  dangerous  when 
four  25s  bought  together  in  a 
supermarket  are  not.  Wherein 
lies  the  logic?  Either  it  is 
harmful  to  sell  such  a  quantity 
or  it  is  not.  But  I  have  bought 
four  packs  of  25  in  a 
supermarket  without  restraint. 
I  would  happily  end  the  sale 


There  are  three  different  ways  this  prescription  might  have  been 
endorsed.  Are  they  all  equally  acceptable  to  the  Pricing  Authority, 
asks  the  Pharmaceutical  Services  Negotiating  Committee 


1.  Will  the  pharmacist's 
endorsement  be  accepted? 

2.  This  product  has  a  common 
pack.  What  affect  will  this  have 
on  the  pricing  of  this 
prescription? 

3.  How  else  could  this  script 
have  been  dispensed? 

1.  The  endorsement  will  be 


Pharmacst  s 
pac*  and 

endorsement 
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accepted  by  the  Prescription 
Pricing  Authority  (WCHSA). 

2.  The  common  pack  (Drug 
Tariff  Part  VII)  for  this  item  is 
the  1  litre  pack.  This  pack  will 
only  be  used  to  price  the  script 
if  the  pharmacist  has  made  no 
endorsement  of  the  pack  size 
actually  used  for  dispensing. 

3.  This  prescription  could  also 
have  been  dispensed  by  using 
the  1  litre  pack  or  1  x  140ml 
pack. 


□ 
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of  all  cosmetics,  toiletries  and 
non-pharmacy  goods  were  I 
given  total  control  of  the 
medicine  market,  and  feel  that 
my  image,  along  with  my  self- 
respect,  would  improve  beyond 
calculation. 

It  will  never  happen.  Big 
business  has  pharmacy  by  the 
short  and  curlies. 

Shared  support 

It  would  be  lovely  if  we  could 
show  the  door  to  the 
representatives  of  those 
companies  who  support  the 
supermarket  in  preference  to 
the  pharmacy  the  door.  In 
particular  when  they  are 
presenting  with  a  new  product 
and  need  the  expertise  and  the 
distribution  network  we  can 
supply  to  guarantee  a  successful 
launch. 

We  fall  for  the  reassuring 
patter  every  time,  to  find,  as 
soon  as  success  has  been 
achieved,  the  major  and  vital 
marketing  effort  turns  from  our 
door  to  —  guess  where? 

If  these  companies  want  our 
support  they,  in  turn,  must 
support  us.  For  without  us  they 
are  at  the  mercy  of  the 
supermarket  buyer  who  will  not 
take  a  risk  with  a  new  product 
until  a  market  has  been 
established,  either  by  the 
supplier  or  through  customer 
demand. 

We  do  not  want,  or  need, 
exclusivity.  A  decent, 
competitive  price  will  suffice. 
But  then  I  enjoy  whistling  in  the 
wind. 

An  end  to 
bureaucracy 

If  the  Prescription  Pricing 
Authority  bought  a  computer 
that  would  tell  them  when  a 
product  was  zero  discounted  it 
would  be  lovely.  Of  all  the 
farces  perpetrated  by  this 
bureaucratic  monstrosity,  this  is 
the  most  aggravating. 

Should  I  fail  to  endorse,  I 
lose.  Phenobarbitone  tablets 
are  nationally  zero  rated;  so 
why  must  I  continually  need  to 
tell  the  pricing  bureau  this  is 
so?  I  could  go  on,  but  I  won't. 

Multiple  malaise 

If  certain  large  multiples  did 
not  dictate  where  we  should 
waste  our  precious  income  it 
would  be  lovely.  First  one  seeks 
to  corner  the  market  supplying 
nursing  homes.  What  does  the 
Society  do?  In  the  words  of  Paul 
Daniels:  "Not  a  lot." 

The  next  inspiration,  finding 
the  level  of  their  dispensing 
falling  away,  was  to  intercept 
repeat  prescriptions  before  the 
patient  had  a  chance  to  select 
their  destination. 

I  wonder  if  there  was  surprise 
when  the  independent  was 
forced  to  retaliate,  in  order  to 
maintain  the  status  quo.  The 
result  is  a  largely  unnecessary 
service  paid  for  by  the 
contractor.  What  will  happen 
next?  Free  shampoo  with  every 
seven  items  dispensed?  I  find  it 
galling  that  the  Society  flexes 
its  legal  muscle  with  fine  words 
and  high  sentiments,  only  to 
appear  to  fall  apart  when 
confronted  by  a  corporate  clam. 

But  I  give  in.  Beam  me  up, 
Scotty! 
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More  to  pharmacy 
than  sticky  labels 

Mr  Argomandkhah  in  Open  all 
Hours  (C&D  letters  8  August) 
raises  some  pertinent  points. 

The  problem  is  that  we  have 
concentrated  all  our  past  efforts 
on  one  basket  of  eggs.  Unlike 
other  community-based 
healthcare  professions,  we  have 
failed  to  develop  innovative 
practices  with  the  result  that,  in 
an  age  of  increasing 
technological  sophistication,  in 
concentrating  on  the  supply  of 
medicines  without  developing 
skills  and  services  aimed  at 
optimising  drug  treatment,  our 
services  are  fast  becoming 
anachronistic. 

The  fact  is  that  Government, 
represented  to  us  via  the 
Treasury,  the  Audit  Commission 
and  the  Department  of  Health, 
do  not  consider  that  money 
spent  on  paying  pharmacists  to 
perform  the  intellectually 
undemanding,  mechanical 
duties  of  dispensing  medicines 
(putting  labels  on  packets)  is  a 
good  investment  of  taxpayers' 
money.  I  find  it  hard  to  disagree 
with  their  thinking  on  this. 

The  issue  of  reduction  in 
Drug  Tariff  prices  for  generic 
drugs  is  a  red  herring:  without 
this,  we  would  have  been 
overpaid  which  would  have 
resulted  in  a  clawback. 

We  need  to  concentrate  our 
thoughts  and  talents  on  the  real 
issues.  How  are  we  going  to 
break  the  mould?  How  are  we 
going  to  introduce  new  and 
innovative  services  which  relate 
directly  to  our  pharmaceutical 
expertise  instead  of  prolonging 
the  agony  of  our  dreary  reliance 
on  numbers  of  prescriptions 
dispensed?  How  can  we  change 
the  agenda  to  concentrate  on 
clinical  practice  when  most  of 
us  seem  to  be  obsessed  with 
throughput  of  product? 

How  can  we  take  up  the 
challenge  of  the  future  when 
our  leaders:  the  Council  of  the 
Royal  Pharmaceutical  Society, 
the  PSNC  and  the  board  of  the 
NPA  lack  either  the  imagination 
or  the  guts  to  face  up  to  the 
reality  of  the  future? 

The  future  for  community 
pharmacy  is  potentially  very 
bright.  We  have  major 
opportunities  for  becoming 
involved  in  community  care,  in 
contributing  to  improving  the 
nation's  health,  in  facilitating 
much  improved  use  of  drugs. 

But  I  fear  this  will  never 
happen  until  we  cut  the 
shackles  that  are  holding  us 
back,  or  until  a  bold  few  are 
prepared  to  take  the  first 
tentative  steps  into  the  brave 
new  world  of  pharmaceutical 
care  in  the  hope  that  others  will 
follow. 


John  Donoghue 

Liverpool 


Doctors  more 
ethical  than 
pharmacists? 

There  is  some  unrest  in 
pharmaceutical  circles  at  Boots' 
latest  ploy  in  their  bid  for  a 
greater  share  of  the  dispensing 
"market".  The  pharmaceutical 
Society  has  said  it  is  quite 
ethical  to  ask  doctors  for  space 
on  their  premises  for  rent  and 
computer  facilities. 

Indeed,  one  pharmacist  has 
complained  to  the  RPS,  but  may 
I  suggest  that  he  complained  to 
the  wrong  ethical  body?  It  may 
be  that  the  ethical  standards  of 
doctors  are  somewhat  higher. 

I  quote  from  advice  received 
some  time  ago  on  this  subject: 
"Collusion  between  doctors  and 
others  for  financial  gain  is 
reprehensible.  A  particular 
example  of  this  is  collusion 
between  doctors  and 
pharmacists. 

"A  doctor  should  not  arrange 
a  commission  from  a 
pharmacist,  nor  should  he  hold 
a  financial  interest  in  a 
pharmacy  in  the  area  of  his 
practice".  (General  Medical 
Council  Guide  to  Professional 
Conduct.  1989,  Chapter  11). 

The  BMA  solicitor's 
conclusion  was  that  taking  rent 
from  a  pharmacist  would  be 
"objectionable"  as  the  doctor 
would  have  a  financial  interest 
in  the  pharmacy  whether  he 
receives  payment  in  cash  or 
kind.  Boots  are  offering  both! 

Dr  David  Roberts 

Northampton 


Recession  proof? 

It  has  been  suggested  in  the 
local  and  national  Press  recently 
that  community  pharmacy  is 
'recession  proof. 

This  simplistic  view  is  not 
wholly  correct.  But  it  is  true 
that  in  savagely  reducing  Drug 
Tariff  prices  the  Government 
seems  to  want  to  create- a 
recession  in  our  profession. 

School  leavers  can  see  this 
already  and  are  voting  with  their 
feet.  Even  in  these  times,  it 
seems,  community  pharmacy 
does  not  provide  stable 
rewarding  employment  and  if 
teenagers  can  see  this,  those  of 
us  who  are  older  and  wiser 
should  know  this  fact.  It  could 
not  be  much  simpler. 

S.F.  Murray 

Worcester  Park,  Surrey 


Tearing  off  a  strip 

I  always  read  Xrayser  with 
interest  however  I  often  disagree 
with  his  logic. 

The  cost  of  dispensing 
paracetamol  tablets  is  a  case  in 


point.  Although  tariff  prices 
have  changed,  the  actual  cost  of 
dispensing  paracetamol  tablets 
has  not.  Therefore,  there  is  no 
new  reason  to  pack  off  rather 
than  dispense  from  strips. 

In  any  case,  if  Xrayser  takes 
into  account  the  bottle  and  cap, 
the  material  cost  difference  is 
very  small,  adding  savings  in 
labour  makes  the  strip  pack 
definitely  cheaper. 

Taking  into  account  the 
further  points  of  customer 
preference  and  cleanlines  in  the 
dispensary,  I  shall  stay  with  the 
strip  pack! 


D.F.  Kaye 

Plymouth 


Moment  of  truth 

I  would  like  to  comment  on  the 
phrase  "economical  with  the 
truth"  in  last  week's  Comment. 
I  am  sure  the  journalists  at  the 
time  in  the  media  printed  what 
they  saw  was  the  injustice 
suffered  by  small  pharmacies. 

Since  the  publicity  of  those 
days,  we  find  the  pharmacists 
are  now  realising  that  what  was 
said  at  the  time  was  the  truth. 
Now  that  the  problem  is  on 
everyone's  doorstep,  we  get 
comments  like  "We  wish  we  had 
listened  to  you  at  the  time". 

I  am  also  sure  that  Lord 


Owen  (Dr  David  Owen)  knew 
what  he  was  talking  about  when 
he  made  his  comments  about 
the  Pharmaceutical  Services 
Negotiating  Committee. 

Our  publicist  acted  according 
to  the  information  available  and 
the  media  judged  the  issues 
accordingly. 


Jayanti  Patel 

General  secretary, 

British  Pharmacists  Association 

Coconut  oil:  a 
burning  question? 

Why  do  we  sell  more  coconut  oil 
during  the  Summer?  Zero-rated 
as  a  food,  in  the  majority  of 
cases  it  is  not  taken  internally. 

Although  coconut  oil  BP 
contains  no  sunlight  filters,  it  is 
often  used  as  a  cheap  alternative 
to  suntan  creams  and,  most 
alarmingly,  on  children.  It  is 
disappointing  that  an  otherwise 
good  leaflet  from  the  Health 
Education  Authority  "Are  you 
dying  to  get  a  suntan?"  does  not 
give  a  clear  warning  on  this. 

It  is  time  suppliers  were  made 
to  print  a  warning  about  the 
dangers  of  using  coconut  oil  as 
a  suntan  product. 

H.R.  Patel 

Dagenham 


parallel  imports  -  generics  -  fragrances 

"the  market  leader" 

A  bit  boastful  you  might  think  when  we've 
only  been  in  existence  since  mid  1991. 

But  it's  true.  We've  set  new  standards  of 
commitment  to  our  customers.  Both  in  our 
pricing  and  our  service  -  and  the  rest  are 
trying  to  catch  up. 

Our  policy  is  simple.  We  offer  our  products 
at  the  best  possible  price  -  straightaway. 
We  never  compromise  on  service.  And  we 
care  for  the  small  independent. 

But  actions  are  what  count  -  call  us  free  on: 

0800  21  29  62 

and  put  our  "boast''  to  the  test! 


R  I  E  I  E  I  M  I  A 

PHARMACEUTICALS 
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In  sickness  or  in  health 


However  w-wch  fou  may  vjfrotpathise  aU  a 
personal  level,  staff  illness  can  be  a  burden 
on  the  business  which  pharmacies  can  ill 
afford.  Specialists  in  employment  law, 
Irenicon,  discuss  what  pharmacy  managers 
may  and  may  not  do  when  persistent  illness 
becomes  a  problem 


"There's  only  me  and  my 
assistant  to  do  all  the  shelf 
stocking,  so  if  he's  off  ill  (and 
he  is  a  lot)  I  have  to  do  it  all 
and  that  means  empty  spaces." 

"She  says  she's  entitled  to  sick 
pay  and  I  say  not  without  a 
certificate." 

"I'm  sure  it's  genuine  illness 
but  it's  several  days  every 
month  now,  and  I  can't  put  up 
with  it  for  ever." 

"We're  certain  he's  just 
swinging  the  lead,  but  we  don't 
know  how  to  prove  it." 

These  comments  are  typical 
of  the  many  we  hear 
concerning  sickness  absence. 
Sickness  can  be  a  real  pain,  you 
might  say,  for  outlets  like 
community  pharmacies  where 
minimal  staffing  levels  can 
mean  just  one  person  off 
representing  a  high  proportion 
of  staff  absent.  One  missing  link 
in  a  short  chain  inevitably 
throws  a  serious  load  on  others 

—  usually  the  owner  or 
manager. 

A  common  thread  is  a  feeling 
of  helplessness  with  the 
situation.  No-one  is 
unsympathetic  to  real  illness, 
but  you've  got  a  business  to  run 
and  often  there  are  doubts 
about  the  genuineness  of  the 
absence  —  but  is  there 
anything  you  can  do  about  the 
situation? 

The  short  answer  is  definitely 
yes:  you  have  the  right  to 
manage  your  business.  But 
there  is  a  right  and  wrong  way 

—  and  getting  it  wrong  can  be 
expensive. 

There  are  four  key  aspects 
you  must  recognise:  sick  pay, 
discipline,  contracts  of 
employment  and 
administration. 


Sick  pay 


There  are  two  distinct  kinds. 
Statutory  Sick  Pay  (SSP)  is  the 
government  scheme,  operated 
through  the  employer,  and 
which  you  cannot  opt  out  of. 
Benefit  is  usually  not  paid  until 
the  fourth  day  of  absence;  you 
pay  it  but  can  claim  a  rebate; 
employees  can  self-certify  for 
the  first  seven  days  but  a 
doctor's  certificate  must  be 
produced  after  that. 

Then  there  is  any  scheme 
which  you  or  your  company 
provide  as  an  extra  benefit  — 
usually  to  narrow  or  close  the 
gap  between  SSP  and  full  pay. 
This  can  be  'discretionary'  as 
and  how  you  see  fit,  or 
'contractual'  with  set  rules 
about  when  and  how  much  is 
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paid.  If  you  always  pay  the 
same  amount  of  sick  pay  you 
may  find  you  have  a  customary 
scheme  which  is  as  good  as  a 
written  contract. 

Discipline 

You  should  recognise  the 
difference  between  sick  pay 
entitlements  and  disciplinary 
procedures  —  you  can't  refuse  a 
statutory  or  contractual  right  as 
punishment. 

You  can,  however,  link  the 
two  within  your  own  scheme. 
For  example,  you  can  put  in  the 
rules  that  employer's  sick  pay 
will  only  be  paid  if  the  absence 
is  notified  within,  say,  two 
hours  of  normal  starting.  It  is 
also  wise  to  link  false  sickness 
claims  to  your  disciplinary 
procedures. 

Contracts 

Management  control  is  made 
much  easier  by  having  a  clear, 
well-established  contract  of 
employment  which  includes  the 
relevant  rules.  There  are  many 
advantages  in  doing  this 
anyway  and  it  can  be  critical  in 
dealing  effectively  with 
malingering. 

Genuine  sickness  which  is  an 
insupportable  burden  on  the 
business  can  also  justify  a  fair 
dismissal,  but  this  step  should 
only  be  taken  after  the  matter 
has  been  carefully  considered  in 
the  light  of  a  doctor's  report 
and  consultation  with  the 
employee. 

Administration 

Again,  to  avoid  messy  disputes, 
hard  factual  evidence  is  critical. 
The  way  to  ensure  this  is  by 
keeping  proper  documentation. 
This  need  not  be  complicated;  a 
simple  shop  diary  is  a  good 
idea,  in  which  you  record  things 
like  absences  and  discussions. 
Keep  copies  of  any  warnings 
given  and  follow  the  proper 
procedures. 

Running  a  shop  is  hard  work, 
with  staffing  these  days  at  an 
absolute  minimum.  Long  hours 
for  the  owner  or  manager  are 
the  norm,  and  the  last  thing 
you  want  is  an  added  unfair 
load  because  of  others' 
absence. 

By  following  these  guidelines, 
however,  even  in  the  present 
legislative  climate,  you 
maintain  control  over  your  own 
business. 

Irenicon  is  a  specialist 
consultancy  with  particular 
experience  in  staff  matters  in 
the  retail  trade. 
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Busincssnews 


Crookes  back  pharmacy  as 
they  get  stand-alone  HQ 


Crookes  Healthcare  plan  to 
continue  expanding  their 
product  portfolio  from  their  new, 
stand-alone  Nottingham  head- 
quarters. Managing  director 
Kevin  Wilson  says  pharmacists 
are  central  to  his  company's 
agenda  and  central  to  the  new 
family  health  services  where  they, 
and  not  CPs,  will  act  as  the 
gatekeepers  to  the  NHS. 

Crookes  Healthcare  have  been 
lengthening  the  umbilical  cord 
that  separated  them  from  parent 
Boots  for  some  time,  even  while 
they  shared  the  same  site  in 
Nottingham. 

Last  July  Crookes  set  up  their 
own  finance  and  personnel 
operations.  Kevin  Wilson  says 
this  move  was  symbolic  that 
Crookes  were  no  longer  a 
"bolt-on",  but  an  operating 
company  in  their  own  right. 

The  Central  Park  HQ  in  Lenton 
Lane  covers  36,000  sq  ft  and  will 
house  the  160-strong  sales, 
marketing,  and  operational 
services  from  September  21.  The 
company  has  some  250 
operational  staff. 

Crookes  are  looking  to  acquire 
new  brands  —  they  have  put  in  a 
bid  for  Fisons  Healthcare 
business  -  -  to  co-market 
molecules  owned  by  other 
companies,  as  well  as  to  develop 
their  own  new  products  and  to 
grow  organically. 

This  year  Crookes  are  backing 
their  brands  with  £29m  above- 
and  below-the-line,  bringing  a  20 
per  cent  increase  in  sales  and  the 


number  one  spot  in  healthcare, 
according  to  IMS. 

Kevin  Wilson  says  he  is  proud 
Crookes  are  now  ranked 
alongside  Smithkline  Beecham 


working  with  all  pharmacists," 
Mr  Wilson  says. 

"Our  product  core  is  in 
pharmacy.  We  will  continue  to 
support    and   work  with 


Crookes  Healthcare's  managing  director  Kevin  Wilson(right)  and  sales  and 
marketing  director  Dr  Malcolm  Phillips 


and  Sterling  Health  after 
languishing  at  "number  53"in 
the  league  table  just  13  years 
ago. 

Mr  Wilson  say  Crookes  will  not 
foresake  their  heritage  as  a 
pharmacy  company  and  will 
"kick  hard  on  new  product 
development,  particularly  on 
POM  to  Ps". 

With  Boots  taken  out  of  the 
equation  independent  pharmacies 
and  wholesalers  account  for 
45-50  per  cent  of  Crookes'  sales. 
"We  want  to  be  viewed  as  being 
independent  of  Boots,  and 


pharmacists.  Without  them  we 
would  have  a  major  problem  in 
developing  our  healthcare 
business." 

However,  Dr  Malcolm  Phillips, 
director  of  sales  and  marketing, 
says  some  pharmacists  still  need 
a  "shake  up".  Crookes  are 
prepared  to  give  them  every 
assistance,  he  says.  "None  of  us 
own  healthcare!" 

Dr  Phillips  says  pharmacists 
should  not  resent  company 
advertising  of  brands, 
particularly  that  for  P  products. 
The  customer  will  ask  advice  if  it 


Surgichem 

warn  of 
Trojan  horse 

Hospital  pharmacists  should  look 
very  carefully  at  the  Boots 
Company's  Meditrol  automated 
drug  distribution  and  stock 
control  system,  currently  on  trial 
in  Luton,  according  to  Surgichem. 

"On  track  record,  it  could  well 
prove  to  be  a  Trojan  horse,"  said 
managing  director  Norman 
Niven. 

Given  the  scale  of  costs,  Mr 
Niven  questions  Boots'  reasons 
for  going  down  this  route.  Boots 
stress  that  it  has  no  wish  to  take 
over  hospital  pharmaceutical 
services  in  the  UK. 


Diamorphine  update 


A  review  has  been  carried  out  by 
the  Home  Office  on  the  ban  on 
diamorphine  imports  from  the 
EC  in  the  light  of  a  judicial  review 
last  year  sought  by  Generics  (UK), 
who  were  refused  an  application 
to  import  the  drug  from  the 
Netherlands. 

The  Home  Secretary  has 
concluded  that  continuation  of  a 
blanket  ban  on  imports  of 
diamorphine  as  it  applies  to 
Community  countries  cannot  be 
sustained. 

The  implications  of  this 
decision  for  the  supply  of 
diamorphine,  and  the  import  of 
other  opium  derivatives  from  EC 
countries  are  being  studied.  The 
trade  will  be  consulted  in  due 


course  about  any  proposed 
arrangements  to  open  up  the 
market,  the  Home  Office  advised 
this  week. 

It  remains  Government  policy 
to  prohibit  the  import  of 
Controlled  Drugs  from  outside 
the  Community. 

Changes  are  also  imminent  in 
the  way  the  NHS  purchases 
diamorphine.  The  NHS  Supplies 
Authority  intend  procuring  the 
drug  centrally  through  a 
tendering  scheme  with  contracts 
being  awarded  in  early  1993. 

Inquiries  should  be  made  to 
Paul  Barnett,  Pharmaceutical 
Industries  Branch,  DoH, 
Portland  Court,  158  Gt  Portland 
Street,  London  WIN  5TB. 
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is  needed,  and  because  OTC 
products  are  for  self-limiting 
conditions,  can  then  be  referred 
to  the  doctor  as  is  necessary. 

Crookes  plan  to  keep  up  their 
nation-wide  training  road  shows. 
They  are  also  expanding  their 
trade  marketing  function,  headed 
up  by  Gerard  Fremlin  as  trade 
marketing  manager,  backed  by 
new  appointee,  Sean  Reel,  as 
trade  marketing  development 
manager. 

Crookes  are  putting  together  a 
training  package  for  pharmacists 
for  when  they  can  give  advice,  as 
health  professionals  recognised 
by  the  EC,  on  breast  milk 
substitutes.  The  company  is 
working  with  the  National 
Pharmaceutical  Association  and 
the  Royal  College  of  Nursing  on 
an  approved  package,  as  well  as 
talking  with  the  Department  of 
I  lealth  on  protocols. 

Dr  Phillips  says  90  per  cent  of 
clinic  sales  of  baby  milks  are 
through  tokens  or  to  those  on 
income  supplements.  "We 
estimate  20-30  per  cent  of 
District  Health  Authorities  will 
have  switched  token  sales  to 
pharmacies  by  1994." 

NCT  merger 
progresses 

The  National  Chamber  of  Trade  is 
moving  ahead  with  its  proposed 
merger  with  the  Association  of 
British  Chambers  of  Commerce. 

The  NCT's  board  of 
management  is  determined  to 
ensure  that  members  are  given 
every  chance  to  raise  issues 
which  they  believe  have 
implications  for  their  local 
chamber  or  for  the  movement  in 
general.  To  that  end,  members 
are  urged  to  contact  the  director 
general  with  any  queries 
regarding  the  merger.  The 
officers  and  board  are  willing  to 
attend  chamber  meetings  if 
members  consider  it  would  be 
helpful. 

An  extra-ordinary  general 
meeting  is  scheduled  to  take 
place  in  London  on  October  21  at 
11am,  which  the  board  believes 
will  give  members  time  to 
consider  various  aspects  of  the 
merger  while  allowing 
negotiations  to  proceed  with  the 
ABCC  as  soon  as  possible. 
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Superdrug  to  do  battle 
over  fine  fragrance 


Superdrug  have  opened  13 
specialist  perfume  counters  in 
their  larger  stores  since  the 
beginning  of  August,  selling  fine 
fragrances  at  discounts  of  up  to 
30  per  cent  on  list  prices. 

A  further  two  counters  are 
planned  next  month,  and  the 
company  is  making  no  secret  of 
the  fact  that  it  would  like  to  sell 
fine  fragrance  from  the  top  250  of 
its  650  stores.  If  it  able  to  do  so  it 
reckons  it  would  take  15  per  cent 
of  fragrance  sales  in  the  UK.  Its 
ambition  is  being  thwarted  by  the 
difficulty  in  obtaining  supplies. 

Superdrug  claim  none  of  the 
leading   perfume    houses  will 


supply  them  as  their  stores  are 
not  considered  to  project  the 
right  image.  At  present  the 
company  is  obtaining 
merchandise  largely  from  Europe 
and  the  USA,  albeit  from 
recognised  wholesalers. 

The  expansion  of  the  fragrance 
operation  follows  a  successful 
trial  in  two  stores  in  Epsom  and 
Newcastle  in  the  run-up  to  last 
Christmas  {C&D  November  16, 
1991,  p851). 

This  latest  move  to  gain  a 
chunk  of  the  prestige  fragrance 
market  comes  at  a  time  when  the 
Office  of  Fair  Trading  is 
investigating    the    prices  and 


practices  of  the  industry.  The 
OFT  said  on  Tuesday  that  there 
were  no  plans  to  publish  the 
outcome  of  its  investigations  at 
present. 

The  investigation  started  in 
April  after,  according  to  a 
spokeman,  there  had  been 
complaints  from  retailers  that 
manufacturers  were  witholding 
supplies.  Superdrug  make  no 
bones  that  they  are  at  least  one  of 
the  companies  behind  the 
complaint. 

Some  retailers  are  making  up 
to  60  per  cent  profit  on  fragrance, 
but  Superdrug  are  prepared  to 
take  a  much  lower  margin  than 


Kodak  offers  photo  CD  transfer  service 


Kodak's  photo  CD  transfer 
service  —  the  transfer  of  photo 
negatives  or  prints  to  compact 
disc  for  television  viewing  —  will 
be  available  to  consumers 
throughout  the  UK  from 
September  1. 

Independent  retailers  offering 
a  D&P  service  and  those  with 
minilabs  will  be  able  to  offer  the 
service  via  major  photofinishers. 
Kodak  anticipate  most  photo 
finishers  will  offer  a  similar 
package  to  customers. 

Although  direct  accounts  will 
get  point  of  sale  material,  no 
other  marketing  support  package 
through  photofinishers  is  being 
offered  by  Kodak.  However, 
retailers  will  be  provided  with  the 
required  stationary  to  take  in  an 
order. 

Transfer  of  film  to  compact 
disc  format  will  be  charged  at  one 
of  three  bands,  depending  on  how 
the  negatives /prints  are 
presented. 

•  Customers  ordering  transfer  at 
the  time  of  handing  in  the  film 
can  expect  to  pay  about  40p  per 
image  for  a  minumum  of  20 
prints,  plus  a  handling  charge  of 
£1.75. 

•  If  image  transfer  is  asked  for 
post-D&P,  and  the  material 
presented  by  the  customer  is  all 
negatives  or  transparencies,  the 
charge  will  be  about  50p  (plus 
£1.75  handling) 

•  For  special  orders  post-D&P, 
where  a  mixed  batch  of  prints, 
negatives  or  transparencies  is 
supplied  the  charge  will  be  about 
70p  per  image  for  a  minimum  of 
20  images. 

Steve  Adamson  of  Kodak 
Consumer  Imaging  expects  85 
per  cent  of  customers  to  fall  into 
the  second  category. 

Boots  the  Chemists, 
Supasnaps  and  Dixons  will  be 
among  those  offering  the  service. 

Initially  all  photo  CD  transfer 
service  orders  will  be  handled  at 
the  Kodak  laboratories  in 


Wimbledon.  The  service  will  be 
offered  to  all  retailers  on  a  five  day 
shop  to  shop  turnaround  basis 
(excluding  Saturdays),  say 
Kodak. 

Retailers  taking  photo  CD 
work  from  their  customers 
should  therefore  send  all  work  to 
their  normal  photofinishing 
laboratory.  Retailers  who  have  an 
account  with  Kodak  Processing 
companies  should  contact  their 
local  lab  manager. 

Photofinishers  offering  the 
service  include  Colourcare, 
Grunwick  (which  includes 


Bonusprint),  Colorama,  Klick 
Photopoint,  Thomas  Litster,  Foto 
Processing,  Worth  Finishers, 
Abbey  Colour,  Delroy  Stanton, 
Trent  Photographic,  Guernsey 
Colour  Labs,  and  Specialist 
Photoprinters. 

Mr  Adamson  estimates  that 
10,000  units  capable  of  photo  CD 
will  have  been  sold  by  the  end  of 
the  year.  It  will  be  quite  a  slow 
build  in  business,  he  suggests, 
and  Kodak  feel  it  would  be 
foolhardy  to  market  the  service 
aggressively  in  the  early  days 
when  the  take-off  is  low. 


Licence  for  paracetamol 
with  methionine 


British  Technology  Group  have 
licensed  Penn  Pharmaceuticals 
to  manufacture  and  distribute  a 
combination  of  paracetamol  with 
its  antidote,  methionine. 

Penn  Pharmaceuticals  will 
initially  sell  the  product  to 
psychiatric  units  in  the  UK  but 
the  company  intends  seeking 
approval  to  make  it  more  widely 
available  through  pharmacies 
and  other  outlets.  Sales  manager 
Scott  Forde  told  C&D  that  the 
company  hoped  the  product 
would  be  licensed  within  a  year, 
as  paracetamol  was  a  well 
documented  compound.  It  will  be 
available  firstly  as  a  tablet  but 
other  presentations  are  in  the 
pipeline.  The  combination  is 
protected  by  patents  assigned  to 
BTG. 

Dr  Peter  Bailey,  director  of 
BTG's  pharmaceuticals  division, 
commented:"We  look  forward  to 
working  with  Penn 

Pharmaceuticals  in  their 
commercialisation  of  this 
important  and  potentially 
life-saving  product." 

Methionine,  a  natural  amino 
acid  found  in  food,  increases 
levels  of  glutathione  which 


protects  the  liver  from  damage  by 
paracetamol.  For  this  reason  it  is 
frequently  used  in  hospitals  and 
poisons  units  for  the  emergency 
treatment  of  paracetamol 
overdosage.  But  if  more  than 
10-12  hours  have  elapsed  since 
ingestion,  methionine  is  unlikely 
to  be  effective.  The  combination 
of  methionine  in  a  single 
presentation  helps  protect  the 
liver  from  damage  immediately 
an  overdose  is  taken. 


that.  The  company  also  argues 
that  women  want  their  favourite 
fragrance  at  a  reasonable  price 
and  are  prepared  to  forgo  the 
hype  with  which  the  perfume 
houses  try  to  surround  their 
product. 

To  give  a  flavour  of  what 
Superdrug  are  offering,  Anais 
Anais  EDT  30ml  spray  is  retailing 
at  £10.95,  Chanel  No5  EDT  spray 
50ml  at£23.50,  Poison  EDT  spray 
30ml  at  £16.95,  Je  Reviens  EDT 
spray  30ml  £3.95  and  White 
Linen  30ml  EDT  at  £19.50.  In  all 
25  well  known  female  fragrances 
and  12  mens'  lines  are  available 

George  Brady,  Superdrug's 
buying  and  marketing  director,  is 
quoted  in  the  Sunday  Telegraph 
last  week  as  saying  the  company 
beat  its  own  projections  with  the 
pilot  scheme.  He  added  the 
company  has  a  massive  sourcing 
problem. 


On  the  move... 

Intersurgical  are  moving 
premises  on  September  7  to 
new  offices  and  high  density 
warehousing  facilities.  The 
new  address  is  Crane  House, 
Molly  Millars  Lane, 
Wokingham,  Berks  RG11  2RZ 
(Tel:  0734  795579.  Fax:  0734 
795555). 

Services  to  business 

The  Department  of  Education 
is  highlighting  the  services 
academic  institutions  can  offer 
with  a  campaign  entitled 
"Services  to  Business",  just 
launched  in  the  South  East. 
The  information  provided  to 
Janssen  Pharmaceutivcal  by 
the  Pollen  Research  Unit  at  the 
University  of  North  London  is 
used  as  an  example  of  what  is 
available.  Companies  wishing 
to  find  out  more  can  ring  for  a 
free  regional  guide  on  071-261 
8795. 

June  retail  sales 

Retail  sales  for  June  (all 
businesses)  were  up  3  per  cent 
to  153  (1985=100).  Chemists 
(all  businesses)  were  up  7  per 
cent  to  183,  but  small  chemist 
business  dropped  2  per  cent  to 
159.  Provisional  estimates  of 
the  volume  of  retail  sales  in 
July  (seasonally  adjusted)  is 
1  19.6  (1985=100),  little 
changed  from  May  and  June. 


Coming  events 


Wednesday,  September  2 

North  Nottinghamshire  Branch 
NPA,  at  Pine  Lodge  Hotel,  Mansfield 
7pm.  "Invest  in  the  future",  training 
for  pharmacists  and  their  staff  by 
Vanessa  Kingsbury  of  Buttercup 
Training,  Dr  Hewitt  of  Fisons  and 
Hugh  Roberts  of  Lewis  and  Roberts. 
Buffet  sponsored  by  Fisons. 

Advance  Information 

Cosmetic,  Toiletry  &  Perfumery 
Association  Autumn  Conference  in 

the  Avisford  Park  Hotel,  Arundel 
from  October  26-27.  Cost  £230. 
Details  from  Debbie  Smurthwaite  at 
CPTA  Ltd  (Tel:  071  493  8061). 
Registration  requirements  for 
pharmaceutical  development.  A  two 


day  residential  course  organised  by 
the  Royal  Pharmaceutical  Society 
at  the  Forte  Crest  Hotel,  Guildford, 
Surrey  from  October  26-27.  Cost 
£790.  Details  from  Dr  J.A.  Clements 
(Tel:  071  735  9141  x289). 
Society  of  Cosmetic  Scientists. 
Evening  meeting  "Dentists' 
expectation  of  toothpaste"  in  the 
Royal  Society  of  Medicine,  1 
Wimpole  Street,  London  on 
November  5  at  6.30pm  for  7.00pm. 
United  Kingdom  Clinical  Pharmacy 
Association  residential  symposium 
"Progress  in  Practice"  at  the  Moat 
House  Hotel,  Bournemouth  from 
November  6-8.  Cost  £165  members, 
£185  non-members.  Details  from  Mr 
LA.  Goldberg  (Tel:  061  787  0281). 
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APPO 

NTM 

ENTS 

L.  ROWLAND  &  Co. 
Est.  1810 

Although  we  operate  as  a  chain  of  pharmacies  in  North  Wales  we  can  offer 
you  the  organisation  of  a  multiple  but  at  the  same  time  allow  you  to  enjoy  a 
degree  of  autonomy  in  which  to  develop  and  practise  your  management  skills. 
We  are  seeking  to  recruit  both  experienced  and  newly  qualified  pharmacists 
to  take  up  management  posts  in  the  following  locations:- 

HOLYWELL;  DENBIGH;  WREXHAM;  KELSALL. 
All  of  the  branches  have  a  good  level  of  NHS  dispensing  and  each  one  has 
its  particular  mixture  of  counter  sales  from  core  medicine  through  pet 
products  to  fine  fragrance/cosmetics  We  are  currently  engaged  in  the 
introduction  of  new  technology  across  our  branches  and  if  you  would  like  to 
be  part  of  a  developing  independent  multiple  then  we  would  like  to  hear  from 
you 

The  remuneration  package  reflects  the  degree  of  responsibility  and  workload 
and  includes  payment  of  registration  fee,  pension  scheme  and  where 
desirable  a  Company  Car  can  be  made  available 
For  further  details,  application  form  and  interview  appointment  contact:- 
N.W.  Jess  Esq.,  MRPharmS,  Regional  Manager, 
L.  ROWLAND  &  CO.  (RETAIL)  LIMITED 
Dolydd  Road,  Wrexham,  Clwyd  LL13  7TF. 
Telephone:  0978  290555  before  5.00pm 
Telephone:  after  7pm  0978  361475 


NIJMARJC 

PHARMACY 


OULTON  BROAD  SUFFOLK 

Adjacent  to  Norfolk  Broads  with  rural  environment  this  business  requires 
the  services  of  a  full-time  Pharmacist  to  join  a  team  of  three  colleagues 
serving  three  pharmacies  Ideal  appointment  for  a  newly  registered  to 
gain  all  round  experience  in  community  pharmacy.  Excellent  supporting 
staff,  minimum  paperwork,  furnished  flat  available.  Terms  negotiable 
Apply  Mr  Jackson,  D.G.  Hayden  (Chemists)  Ltd. 
Telephone:  0502  574721  or  0502  565008 


IPSWICH 

Manager/Long  Term 
Locum  Required 

Suit  newly  registered. 
Apply  Telephone: 
(0473)  253573 
(0376)  328157  (day) 
or (0708)  457676 
(evening) 


ABERDARE 
MID  GLAMORGAN 

Expansion  and  Reorganisation  of 
Companies  within  the  group  has 

resulted  in  the  need  to  recruit 
Pharmacists  both  experienced  and 
newly  registered 
Applications  with  CV  to 
A.  &  J.  M.  Sheppard  Limited  & 
Associated  Companies 
Reg.  Office  4  Mill  Street,  Trecynon, 
Aberdare,  Mid  Glamorgan  or 
telephone  0685  884234 


MANSFIELD,  NOTTS 

Enthusiastic  Pharmacist  Manager 
required  for  a  progressive  family 
business  comprising  six  pharmacies. 
Excellent  salary 
*  Full  supporting  staff  +  5  day 
week  +  Free  BUPA  membership 

+   Minimum  paperwork 
Apply  to  Roger  Winson,  Winson 
Chemist  Limited,  36,  High  Street, 
Mansfield  Woodhouse,  Notts. 
Tel:  0623  2351  1/636746  (day); 
0623  63184  (eves) 


MANCHESTER 
EAST 

ENTHUSIASTIC 
PHARMACIST  REQUIRED 

Five  day  week. 

No  late  nights. 
Minimum  paperwork. 
Good  supporting  staff. 
Salary  by  negotiation. 
Telephone:  061-223  6738 


CHEMISTS 


i    i    i  i 


Exciting  recent  developments  within  this  highly 
professional  Company  dedicated  to  the  health  of 
the  communities  it  serves  has  created  vacancies  for 
Pharmacist  Managers. 

Pharmacists  who  adopt  a  high  profile,  have  first 
class  communication  skills  and  staff  management 
should  welcome  the  opportunity  to  join  our 
expanding  Company.  We  offer  competitive  salaries, 
PPP  membership,  pension  scheme  with  life 
assurance  and  good  staff  discount. 

PHARMACY  MANAGER: 
ROEHAMPTON 

TRAINEE  MANAGERS: 
GUILDFORD  HAYES 

LONG  TERM  LOCUM 
TO  COVER  MATERNITY  LEAVE 
IPSWICH 

Apply  with  full  CV  to  Roger  Cotton,  MRPharmS, 
Recruitment  and  Training  Executive, 
Moss  Chemists,  Fern  Grove,  Feltham, 
Middlesex.  TW14  9BD. 

BE  SELECTIVE  WORK  FOR  MOSS  CHEMISTS 


PHARMACIST  LOOM 


Af£>  NORTHERN  LOCUMS 

■  »        i    Agency  (Lie.  No.  YH1599) 

/Areas  covered 
Yorkshire,  Newcastle, 
Manchester,  Liverpool 
Bradford  Tel  &  Fax  No:  0274  831631 
Manchester  Tel  &  Fax  No:  061  7258063 
OPEN  7  DAYS  UNTIL  10PM 


h[p 


LOCUM-LINK 

Member  of  the  Henry  I.  Perlow  Group 
National  Pharmacy  Locum  Agency 


Kent/Sussex  Office  0892  510526 
We  invite  Pharmacist  Locums  to  apply  for  registration 
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: r-  PHARMACIST  LOCUMS  ; 


Provincial  Pharmacy 
Locum  Services 


SUMMER  LOCUM  SHORTAGES 


We  have  over  3000 
Pharmacists  Registered! 
plus  experience  of  handling 
over  100,000  bookings 
Nationwide! 

Please  Call  Now! 


/  v. . 


EDINBURGH 
s  031-229  0900 


Our  Business 

Place  your  Locum  problem 

in  the  hands  of  our 
experienced  co-ordinators. 
We  will  inform  you  the 
moment  cover  is  found. 

Your  Business 

We  leave  you  to  get  on  with 
doing  what  you  do  best  — 
Running  your  Business 


MANCHESTER 
061-766  4013 

CARDIFF 
0222  549174 


NEWCASTLE 
091-233  0506 


I  SHEFFIELD 
|  0742-699  937 

BIRMINGHAM 

021-233  0233 


LONDON 
0892-515  963 


jvi  i 

V 


AGENCIES  WANTED 


Major  Accounts  Manager  seeks  new  Agencies 
within  the  cosmetics  accessories  market. 

14  years  experience  dealing  with  Head 
Office/Major  Accounts  as  well  as  Independents. 

Please  reply  in  writing  to: 
Bos  Wo..  C&D  3424 


BUSINESS  FOR  SALE 


FOR  SALE 

BY  WAY  OF  TENDER 

SUPERB  PHARMACY  BUSINESS  & 
PREMISES  LOCATED  IN  MAJOR  SOUTH 
DOWN  TOWN,  NORTHERN  IRELAND 

Filling  over  8,000  prescriptions  per  month,  the 
business  produced  a  turnover  of  £836,205  for 
the  year  ending  30  June  1991. 

Tenders  to  be  received  no  later  than 
Friday  23  October  1992 

For  full  details  and  Tender  Document  contact 
Martin  Quirt rs  (0232)  327954 


BUSINESS  FOR  SALE 


Pharmacy 

W    V  Sales  uk 

URGENT 


We  require  for  our  expanding  list  of  eager  purchasers, 
quality  Pharmacy  businesses  throughout  the  UK.- 

For  immediate,  confidential  and  personal  attention  contact: 

WAYNE  JACKSON 


on 


Tel  (0532)  433007 


AND 


ALLIANCE  VALUERS 
STOCKTAKERS 

Telephone  Harrogate  (0423)  531571 
NORTHUMBERLAND 


■ 


Sole  Village  Pharmacy.  Leasehold  T/O  June  92  £658,882  GP25  1%  NHS  items  5,100 
per  month  Offers  over  £400,000  for  GW/Fix  plus  SAV 

Sole  Village  Pharmacy.  Leasehold  T/O  June  92  £263,076  GP25.6°/o.  NHS  items  2,200 
per  month  Offers  around  £90,000  for  GW/Fix  plus  SAV 

Leasehold  Town  Centre  Pharmacy  in  Tourist/Market  town.  T/O  June  92  £256,112 
GP30%  NHS  items  1,050  per  month.  Offers  invited  for  GW/Fix  plus  SAV 
PHARMACIES  URGENTLY  REQUIRED  NATIONWIDE  FOR  EAGER  PURCHASERS 


DEVON,  PLYMOUTH 
HEALTH  CENTRE  PHARMACY 
FOR  SALE 

Great  opportunity  for  young  pharamcist  to  realise  potential  June  2700 
NHS  items.  Turnover  for  1st  twelve  months  £220.00  asking  price 
£85,000  for  G/W  F  +  F  plus  SAV  approx  £25,000. 
Tel:  (0752)  772414  or  (0752)  773496  (Eves) 
A . A .  ALLEN  MRPharms 


HENRY  I.  PERL0W  MRPharmS 


MID-BEDS.  Lock-up  pharmacy  Annual 
turnover  £215,000  NHS  items  1550  per 
month  16  year  lease  Rent  £5,200p  a 
Price  £99,500  SAV  Ref  07274 

LONDON/ESSEX  BORDERS.  Lock  up 
Pharmacy    Annual  turnover  £300.000 
NHS  items  2800  per  month.  Long  lease 
Rent  £4,800  p  a  Owner  retiring. 
Price  £165.000  SAV  Ref  05268 

TO  BUY  OR  SELL  A 
BUSINESS 
TELEPHONE:  081-907  9894 


LONDON  EC1 
AREA 

Pharmacy  for  Sale. 
No  goodwill. 
Just  fittings  and  stock  at 

valuation.  Turnover 
£140,000  inc  (600  items 
per  month).  Go  fot  it! 
Tel:  071-253  1580 


BUSINESS  WANTED 


LONDON  AREA 

Pharmacy  required  for  freehold. 
Must  have  a  turnover  of  approx  400 K  or  above. 
NHS  items  over  2,000  per  month. 
Contact  Mr  J  Patel  on  071-639  4089 


FINANCIAL 


UNSECURED  PERSONAL  LOANS 

Loans  without  security  to  £10,000  at  concessional 
interest  rates  —  1.6%  monthly,  APR  20.9% 
Written  quotations  on  request. 
Larger  loans  available  with  security. 
Apply  Pharmacists  Insurance  Agency 

Telephone:  (0202)  556482  
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BUSINESS  FOR  SALE 

f 

|     |  T)  T)  T                     Specialists  in  Stocktaking 
V^>/  X^X^A,  J — /  vjX_j    for  Transfer  and  Audit 

&  COMPANY 

1 

  Est.  1846  - 

f AST  SUSSEX 

Comei  sited  pharmacy  on  outskirts  ol  town,  estimated  t  o  1992  f  370.000.  average  items 
2 700  per  month  Lease  or  Freehold  options,  reasonable  opening  hours  Reduced  for  quick  sale 
to  1 190,000  for  Goodwill,  Futures  and  Fittings  plus  S  A  V  currently  run  under  management 
CONTACT  EPPING  OFFICE 
SURREY 

Long  estabbshed  pharmacy  showing  continued  growth  Estimated  t  o  [230.000,  based  on 
1650  items  per  month     day  week  Freehold  Lease  option  Quick  sale  required  Price  asked 
"oHets"  in  the  region  ot  EBO.000  lor  goodwill,  futures  and  bitings  plus  stock  at  valuation 
CONTACT  EPPING  OFFICE 
SURREY 

Pharmacy  m  busy  parade  ol  shops  Estimated  t/o  f  132,000  based  on  800  items  per  month 
Long  lease  with  recently  revised  rent  Ideal  lor  ownerimanager  Quick  sale  required  hence 
[5,000  lor  Lease,  Futures  &  Fittings  plus  Stock  at  Valuation  NO  GOODWILL  PREMIUM 
CONTACT  EPPING  OFFICE 
WEST  MIDS 

Newly  established  to  Shopping  Precinct  T  O  [300,000  prodded  to  end  ol  year  NHS  2250 
ilemsf  month,  9  00am  1 30pm  Attractive  shop  Lease  at  [3,350  pa  Otlers  around 
[160,000  plus  SAV 
CONTACT  WALSALL  OFFICE 
DERBYSHIRE 

Turnover  C200,000  prodded  NHS  items  '750  per  month  Double  fronted  corner  shop  on 
lease  at  low  rental.  Qfters  around  ffJO.000  plus  SAV 
CONTACT  WALSAU  OFFICE 
EAST  MIDS 

Turnover  [340,000  NHS  Items  average  3900  per  month  Easy  hours  Hall  day  Saturday 
Established  20  years  to  prominent  cornet  position  ott  city  centre  New  lease  to  be  negotiated 
Otters  invited  around  [100,000  plus  stock  at  valuation 
CONTACT  WALSALL  OFFICE 
MID  GLAM 

Old  established  in  Rhonndda  Valley  t/o  £231,250  with  gross  profit  at  266%  NHS  items 
average  2500  per  month  Easy  hours  with  two  hall  days,  very  reasonable  price  asked  at 
around  [80,000  for  Goodwill,  with  freehold  property,  lor  Lease  at  [3,000  pal 
CONTACT  WALSALL  OFFICE 


CI  947  EDINBURGH 

Long  established  community  pharmacy  with  Health  Centre  shares  Turnover  31  089! 
[155,932  Gross  profit  [43,628  NHS  items  1,200  per  month  Ideal  opportunity  for  first  time 
buyer  Otters  invited  tor  goodwill,  futuies  and  fittings  plus  hertiahle  property  plus  stock  al 
valuation 

CONTACT  GLASGOW  OFFICE 
C1946  ABERDEEN 

Modern  attractive  pharmacy  busy  ihoroughlare  with  low  overheads  Turnover  310192 
[234.000  Scnpis  average  1.500  per  month  Ideal  business  for  husband  wife  team  OHets 
invited  for  goodwill,  futures  and  fittings  heritable  properly  plus  stock  at  valuation 
CONTACT  GLASGOW  OFFICE 


CI  9413 


RENFREWSHIRE 

Long  established,  easily  run  pharmacy  Ideal  lor  lust  lime  buyer  or  husbandlwife  team 
Turnover  30991  [188,204  NHS  items  average  1,550  per  month  Leasehold  Low 
overheads  Otters  mvited  tor  goodwill,  futures  and  lutings 
CONTACT  GLASGOW  OFFICE 
NORTH  CORNWALL 

Popular  seaside  resort  Turnover  current  year  appropriately  [260,000  High  gross  profit 
percentage  Dispensing  1,800  1.900  scnpts  per  month  Ideal  location  with  encellent  four 
bedroomed  living  accommodation  Genuine  retirement  sale  Lease  will  be  granted  Qi  freehold 
loi  sale  Price  depending  upon  whether  lease  taken  or  freehold  acquired 
CONTACT  BOURNEMOUTH  OFFICE 
DORSET  COASTAL  TOWN 
Pharmacy  situated  on  the  outskirts  of  a 
This  pharmacy  is  currently  dispensing  : 
approximately  (315.000  tor  the  current 
with  3  yearly  rent  reviews  Pnce  regunec 
plus  stock  at  valuation 
CONTACT  BOURNEMOUTH  OFFICE 


set  coastal  town  m  a  densely  popu'ated  area 
i  2.634  items  per  month  with  a  turnover  ot 
i  The  current  rental  is  f  7.000  per  per  annum 
lease,  goodwill,  futures  and  lutings  f  160.000 


Community  pharmacy  situated  in  heavily  populated  suburb  ol  Hull  Sales  year  end  31 5  92 
[320,000  Gross  profit  at  29%  [94,675  NHS  2500  items  per  month  Tenure  lease/Freehold, 
price  tor  Goodwill,  Futures  and  Fittings  [165.000 
CONTACT  LEEDS  OFFICE 


SUBURB  OF  AVON  CITY 

Old  established  pharmacy  at  present  run  under  management  The  pharmacy  is  situated  on 
a  corner  site  and  has  recently  undergone  an  eitensive  refitting  programme  both  inside  and 
oui  Currently  dispensing  approximately  1,750  items  per  month  Estimated  turnover  for 
current  year  appro*  [300,000+  The  current  rental  is  [10,500  with  5  yearly  rent  reviews 
Pnce  lor  goodwill,  lease,  futures  and  fittings  otters  on  [130  000  plus  stock  al  valuation 
CONTACT  BOURNEMOUTH  OFFICE 
LANCASHIRE 

Recently  opened  &  developing  community  pharmacy  situated  on  main  road  near  doctors 
surgery  and  with  substantial  Freehold  accommodation.  Sales  year  end  31  392  [185,000, 
gross  profit  [57,813,  projected  sales  to  31  393  [215,000.  NHS  monthly  average  2200 
items  per  month,  pnce  tor  goodwill,  fixtures  &  fittings  [110,000  negotiable  Freehold  and 
stock  at  valuation 
CONTACT  LEEDS  OFFICE 
SHEFFIELD 

Turnover  year  end  31  May  1992  [230,000  NHS  1700  Hems  per  month  tenure  Leasehold 
Pnce  for  Goodwill,  Futures  &  Fittings  [59,000 
CONTACT  LEEDS  OFFICE 
NORTH  EAST  COAST 

Substantial  community  pharmacy  situated  in  prominent  trading  position  of  North  East  coatal 
resort  Propcted  sales  year  ending  31  1292  f550,000  Gross  profit  al  24  6%  NHS  monthly 
average  4400  items  Tenuie  leasehold  Price  for  goodwill,  futures  and  fittings  [250,000  plus 
stock  at  valuation. 
CONTACT  LEEDS  OFFICE 
GREATER  MANCHESTER 

Easily  managed  community  pharmacy  situated  on  busy  main  road  of  North  Manchester 
Propcted  sales  [216,000  Gross  profit  al  27  8%  NHS  monthly  average  2700  rtems  Tenure 
leasehold  oi  freehold  Price  for  goodwill,  futures  and  fittings  [105,000  Price  for  freehold 
at  valuation  circa  [45,000  plus  stock  at  valuation 
CONTACT  LEEDS  OFFICE 
MID  GLAMORGAN 

Pan  ot  pharmacies  T:0  f450,000  Would  se-l  separately  NHS  items  5000  per  month  30* 
plus  gross  prolrt  shown  tor  last  3  years  Freehold  (one  with  I  A;  at  f  135.C00  Otters  lor 
Goodwill  around  [170.000 
CONTACT  WALSALL  OFFICE 


Please  mention  Chemist  &  Druggist  when  responding  to  this  advertisement 


172  High  Street,  Epping,  Essex  CM16  4AQ 
Telephone:  0992  576144.  Fax:  0992  574181 

517  Christchurch  Road,  Bournemouth  BH1  4AO 
Telephone:  0202  395832/396711.  Fax:  0202  303793 


65  Bath  Street,  Glasgow,  G2  2BX 
Telephone:  041  332  7977.  Fax:  041  332  5626 

Tudor  House,  Bridge  Street,  Walsall  WS1  1EZ 
Telephone:  0922  28748.  Fax:  0922  612737 


5  York  Place,  Leeds,  LS1  2DR 
Telephone:  0532  439061.  Fax:  0532  423304 


DENTAL  KITS 


THE  EMERGENCY  DENTIST 

(NO  NEED  FOB  INJECTIONS) 

A  SERVICE  FOR  TRAVELLERS! 


ft 


SAFE,  EASY  TO  ADMINISTER, 
DENTAL  REPAIR  KIT 
*  lost  crowns*  fillings* cracked  teeth* 

STOCK  UP  NOW  FOR  THE  HOLIDAY 
DEMAND 


Call  Dental  Saver  Products 
Tel:  0275  810291 
Fax:  0275  8581 12 


LOANS 


Independent  Finance  for  the  Independent  Pharmacist 
Funds  available  for  Pharmacists  seeking  to 
purchase  ^  raise  capital  ^  refit  ^  refinance  existing  loans 
FREEDOM  to  buy  stock  as  you  wish  FREEDOM  to  bank  where  you  want  to 
Call  Doug  MacLeod  AIPharmMI  -  0532  442054  (24  Hours) 
MORTGAGES  for  Qualified  Pharmacists  up  to  4x  your  income  plus  3x  your  Partners 

Remortages  up  to  75%  —  No  income  details  required 
Your  home  is  at  nsk  if  you  do  not  keep  up  repayments  on  a  mortgage  or  other  loan 
secured  on  it-  Wntten  quotations  available  on  request. 
FREEDOM,  2nd  Floor,  Chancellor  Court,  The  Calls,  Leeds,  Yorkshire  LS2  7EH. 


LOANS 

1 00% 

PRACTICE  LOANS 

We  offer  professional  people  100%  unsecured 

loans  tn  purchase,  merge  or  re-finance  a 

practice,  so  there  is  no  need  to  mortgage 

your  home  to  raise  capital. 

Various  repayment  methods  are  available 

to  sail  individual  requirements  lor  terms  ol 

20  years  or  longer.  We  are  willing  to  consider 

partnerships  and  sole  practices. 

To  liud  out  more  call  us  on  071-242-4375 

or  write  to  J  W  Sleath  <$  <io,  Ltd..  Insurance 

and  Mortgage  Brokers,  58  Theobalds  Road, 

London  WC1X  8SG 

Specialists  In  Practice  Finance 

1% 

ABOVE  BANK  BASE 

To  advertise  in 
this  section,  please 
phone  Joe  Doveton 

on  0732  364422 
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PHARMACY  COMPUTER  SYSTEMS 


S  CAL  VER  T  COMPUTER 
SER  VICES  PRESCRIPTION 
LABELLING  SYSTEMS 


including:- 
•  Patient  records  •  Drug  interactions 

•  Owings  •  Stock  usage 

•  Controlled  dosage  sections  for  (Nomad  etc) 

•  Software  from  £99.00  plus  VAT  to  £249.00 

plus  VAT 

•  Complete  systems  for  less  than 

£1899.00  + VAT 

•  28  day  free  trial  on  all  software 


FOR  MORE  DETAILS,  CONTACT 

S  CALVERT  COMPUTER 
SERVICES  AT  83  PONTEFRACT 
LANE,  LEEDS,  LS9  9HS. 
PHONE  (0532)  484746 


TIME  TO  CHANGE  LABELLING  SYSTEMS  OR 
CURRENT  MAINTENANCE  TOO  HIGH? 

7  DIGIT  PIP  CODES 
MULTI-USER 
AVAILABLE 

HARE-RAISING 
SPEED 

NO  PROBLEM! 

KEEP  COOL  WITH  THE  NEW  ALCHEMIST  3000 

Ring  for  details  or  see  us  at  CHEMEX. 

CHEMTEC  SYSTEMS  LTD 

TEL:-  (0772)  622839  FAX:-  (0772)  622879 


PACE  fiefa 


"Sorry  Mrs  Smith,  we've  lost  all 
your  data.  Could  you  give  me  your 
details  again." 


LABELLING 
SYSTEMS 

TELEPHONE  061  941  7011 
FOR  DETAILS  AND  A  FREE 
DEMONSTRATION 

★  AVAILABLE  FOR  ONE 
MONTH'S  TRIAL 

★  PERSONAL  INSTALLATION 
AND  TRAINING  GIVEN 

★  MULTI  FEATURE  SYSTEM 
NO  EXTRAS  TO  BUY 

Don't  Settle  for  Less 

37  STAMFORD  NEW  ROAD, 
ALTRINCHAM  WA14  1EB 


John  Richardson  Computers  Ltd 


PMR 


Latest 
Update 


8/92 


EPOS 


*  The  UK  market  leader 

*  Renowned  speed  &  ease-of-use 

*  Unique  Drug  Interaction  Alert 

*  Patient  Counselling  Advice 

*  Drug  Intormation  Leaflets 

*  Manrex,  Nomad,  Venalink  MARs 


*  So  easy  to  install  and  use 

*  Ultra-last  sales  for  ANY  product 

*  Comprehensive  Product  File 

*  Not  tied  to  any  one  supplier 

*  Branch  Warehousing  Facilities 

*  Pays  for  itself  in  months 


You  may  think  you  can't  afford  the  best  -  You'll  be  surprised 


FOR  MORE  DETAILS,  OR  FREE  EPOS/PMR  VIDEOS,  PHONE  0772  323763 
(FAX  0772  323003)  -   OR  WRITE  TO  JRC  LTD,  FREEPOST,  PR5  6BR 


Check  Out 

EPOS 


Ritient  Records 
Interactions 
Labels 
Leaflets 
Stock  Control 


Anna  Butler,  MRPharmS,  Dept  G.B.,  Hadley  Hutt  Computing 
Ltd.  George  Bayliss  Rd,  Droitwich,  Worcs  WR9  9RD. 
Tel:  0905  795335.  Fax:  0905  795345 


SHOPFITTINGS 


0626  -  834077 

COMPREHENSIVE  DESIGN,  MANUFACTURE 

AND  INSTALLATION  SERVICE  FOR  THE 
 RETAIL  PHARMACY  

KING  CHARLES  BUSINESS  PARK, 
OLD  NEWTON  ROAD,  HEATHFIELD, 
DEVON  TQ12  6UT 


SNORDIA 


PHARMACY  PLANNING 


SPECIALIST  SHOPFITTING 
AND  DESIGN  FOR  TODA  YS 
Approved  PHARMACIST 

DESIGN  SERVICE  -  COMPLETE  PACKAGE  -  NATIONWIDE  SERVICE 


ikUlSli 


v. 


SHOPFITTERS  LTD., 
NORDIA  HOUSE,  SEACROFT  INDUSTRIAL  ESTATE 
COAL  ROAD,  LEEDS  LS14  2AW 

Tel:  0532  323478  Fax:  (0532)  323348 


ENTIRE  SHOP  FIXTURES  & 
FITTINGS  FOR  SALE 

From  500  sq  ft  unit.  Suitable  for  chemist  shop. 
Top  quality.  Two  years  old.  Cost  new  £25,000. 
For  clearance  by  September  13th  latest. 
Will  accept  £5,000.  No  offers. 
Tel:  051-421  0250  or  051-421  0091 
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STOCK  FOR  SALE 


©        ,    .Hettos'  to  ^ 
^  customers'. 

«  Bulk  order 

P\us  best  ?^^^^ffffft 


FOR  OgA^ 
0800  21  *T 


MIJEX  Insect  Repellent  is  a  necessary 
purchase  for  those  taking  exotic  holidays 
where  malaria  is  a  problem. 

Available  in  Stick  (10%  beet)  Cream  &  Spray 
(20%  beet)  and  Super  Strength  Liquid  (80% 
beet).  Prices  range  from  £1.70  to  £2.90 

One  application  of  Super  Strength  Liquid 
lasts  up  to  8  hours. 

The  insect  repellent  season  now  lasts  for 
12  months. 

SWARM  Cream  for  insect  bites  and  stings  is 
a  suitable  companion  and  safe  for  children. 

If  you  would  like  more  information  etc, 


please  contact: 

g^icklos&s 


ons 

Regd.  Office:  Beech  House, 
62,  High  Street,  Knaresborough, 
North  Yorkshire  HG5  0EA. 
Telephone:  (0423)  867314 


AUGUST 

SPECIAL  OFFERS 
INCLUDING: 


*  CAREFULLY  SELECTED  EC  IMPORTED  PHARMACEUTICALS 

*  PRODUCT  LIABILITY  INSURANCE 

*  OUR  OWN 'EC  QUALIFIED  PERSON  TO 
SUPERVISE  QUALITY  CONTROL 

*  DISTRIBUTION  THROUGHOUT  UK  incl.  N.  IRELAND 

*  ONE  OF  THE  LARGEST  PURCHASERS  OF  Pi's  IN 
EUROPE 

*  HELPFUL  ADVICE  GIVEN  TO  UPDATE  THE 
PHARMACIST 

*  COMPETITIVE  PRICES  AND  REGULAR  MONTHLY 
OFFERS 

*  MEMBER  OF  THE  ASSOCIATION  OF 
PHARMACEUTICAL  IMPORTERS 


URIMPHARM  LTD 


UNIT  A6.  83  COPERS  COPE  ROAD. 
BECKENHAM.  KENT,  BR3  1  NR. 
TELEPHONE:  081-658  2255 
FAX:  081  658  8680 


t 


LIBRA  DISTRIBUTORS 

WHOLESALERS  OF  FRAGRANCES  ■ 
PHOTOGRAPHIC  FILMS  &  BATTERIES 

TEL:  081-445  4164  ■  FAX:  081-445  1399 

"GET  THE  RIGHT  PICTURE" 

—  FILMS  AT  BEST  PRICES 

NEW  KODAK  GOLD  II  GR  100  SPEED  12exp  £1  42  20%  off  trade 
NEW  KODAK  GOLD  II  GR  100  SPEED  24exp.  £1.69  25%  off  trade 
NEW  KODAK  GOLD  II  GR  100  SPEED  36exp  £2.15  22%  off  trade 
GA  100  SPEED  36exp.  Eng./Arabic  £1.79  37%  off  trade 
GS  200  SPEED  12exp  £1.53  20%  off  trade 
GS  200  SPEED  24exp.  £1.92  20%  off  trade 
GS  200  SPEED  36exp  £2 .37  20%  off  trade 

FUJI 

100  SPEED  24exp.  £1.30  40%  off  trade 
100  SPEED  36exp.  £1.60  40%  off  trade 

Feel  free  to  call  for  a  price  list  on  081-445  4164 

Nationwide  Delivery  Next  Day. 

30  DAYS  CREDIT  ON  ALL  ORDERS  OVER  £350 
ALL  PRICES  ARE  EXCLUSIVE  OF  VAT 


ARE  YOU  TAKING  ADVANTAGE  OF  PASSPORT  PICTURE 
OPPORTUNITIES?  BIG  POTENTIAL.  FOR  A  FREE  DEMO  AND 
MORE  INFORMATION  PLEASE  CALL  US  NOW! 
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STOCK  FOR  SALE 


FOR  DETAILS  OF  YOUR  NEAREST  BRANCH 

CALL  FREEFONE 

0800  181349 


uropharnL~> 


GENERIC  AND 
IMPORT  OFFERS 
TOO  GOOD 
TO  PRINT! 

PHONE  US 

FREE  PHONE 
SOUTHERN  0800  525381 


SOUTHERN  OFFICE  OPEN  FROM  8am  TO  8pm. 
MONDAY-FRIDAY 


Ladysave  House  •  Dominion  Way 
Worthing  •  West  Sussex  BN14  8NW 
Tel:  (0903)  213303  Fax:  (0903)  203255 


LIQUIDATED  STOCK 

OF 

FASHION  HAIR 
ACCESSORIES 

*  SCRUNCHIES  +  BULLDOG  CLIPS 
*  ALICE  BANDS  *  FRENCH  CLIPS  &  BOWS 
*  BANDANAS  &  MUCH  MORE! 

ALL  TO  BE  SOLD  AT  Sp  PER  ITEM 

TEL:  081-965  4727  FAX:  081-963  1060 


STOCK 


Old  Chemist  Shop  fittings  in  mahogany. 
Complete  shop  interiors  purchased. 
Drug  runs,  bow  cabinets  etc. 

We  try  hardest,  travel  furthest,  pay  more. 
Tel:  0533  515460.  Eves.  515488  —  Fax:  623847 


TRADEMARKS 


The  Trade  Marks  set  out  below  were  assigned  on: 
22nd  April  1992 

by:  ETHICHEM  LIMITED 

to:  NEWTON  CHEMICALS  LIMITED,  2  MANSFIELD  ROAD, 
SOUTH  CROYDON,  SURREY  CR2  6HN 

WITHOUT  THE  GOODWILL  OF  THE  BUSINESS  IN  THE 
GOODS  FOR  WHICH  THE  TRADE  MARK  IS  REGISTERED. 


Trade  Mark  No. 
963  948 


964  575 


1  264  074 


1  264  075 


Mark       Goods  Specification 

Driangle   Medicated  preparations  for  use 
on  the  skin  and  the  scalp,  all  in 
the  form  of  powders,  creams, 
ointments,  gels  and  liquids. 

Driangle   Cosmetic  preparations  and 
non-medicated  toilet 
preparations,  all  in  the  form  of 
powders,  creams,  ointments, 
gels  and  liquid. 

Scent  to  Soaps;  cosmetics,  hair  lotions: 
Sleep       all  being  aromatic:  perfumes; 

essential  oils;  non-medicated, 
toilet  preparations  in  the  form 
of  aromatic  lotions,  aromatic 
creams,  solid  aromatic  sticks, 
aromatic  sprays  and  of 
aromatic  mousses. 

Scent  to    Scented  pharmaceutical 
Sleep       preparations;  perfumed  or 

aromatic  sanitary  substances; 
aromatic  herbs  for  medicinal 
purposes  and  aromatic 
preparations  included  in  Class 
5  made  from  such  herbs. 
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Busincsslink 


A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


PHARMACIST  MANAGERS 

EAST  LONDON  -  Pharmacy  manager  re- 
quired. Tel:  081-806  7073  (day)  or  081- 
361  4813  (eve). 

BURNLEY,  LANCS  -  Are  you  a  pharmacist, 
full  of  ideas,  enthusiastic,  self-motivated, 
looking  for  a  challenge?  Then  assist  me 
in  running  two  community  pharmacies. 
Accommodation  available.  Newly  quali- 
fied considered.  Tel:  0282  25860  (day) 
0282  33967  (eve). 

GREENFORD,  MIDDLESEX  -  Full  time 
manager  (newly  qualified  welcome)  re- 
quired to  run  community  pharmacy  bu- 
siness. Full  training  given.  Pay  negoti- 
able. Tel:  081-997  5713. 

IPSWICH,  SUFFOLK  -  Manager/long 
term  locum  required.  Low  dispensing. 
Would  suit  newly  qualified.  Apply  Mrs 
Thind,  Christchurch  Pharmacy.  Tel: 
0473  253573  (day)  0708  457676  (eve). 

SOUTH  LONDON  -  Are  you  a  pharmacist 
full  of  ideas,  enthusiastic,  self-motivated, 
looking  for  a  challenge?  Then  assist  me 
in  running  my  pharmacies.  Tel  071-703 
9800  (day)  or  081-642  4200  (eve  after 
8pm) 

SEMI  RURAL  KENT  -  Full/part  time  phar- 
macist required.  Hours  and  salary  nego- 
tiable. Good  supporting  staff.  Please  reply 
to  Mr  S  Chopra  15  Main  Road,  Hextable, 
Swanley,  Kent  BR8  7RB.  Tel:  0322 
663021  (day)  0322  615014  (eve). 

WEST  END  OF  LONDON  -  Highly  moti- 
vated newly  qualified  pharmacist  re- 
quired for  a  friendly  pharmacy.  Fast 
progression  with  partnership  prospects 
offered.  Tel:  081-390  3989  and  leave 
message  with  your  telephone  number. 


 LOCUMS  

SALFORD,  LANCS  -  Pharmacist/long 
term  locum  required.  Around  20  hours 
pw.  Alternate  Saturdays  plus  holiday 
cover  for  owner.  Please  ring  Paul  Radnan 
on  061-872  7257  (day)  061-720  8452 
(eve)  except  Fridays  and  Saturdays. 

BURNLEY,  LANCS  -  Locum  required  1-4 
days  pw.  Please  ring  0282  25860. 

CROYDON,  SURREY  -  VII  chemists  re- 
quires experienced  long  term  locum/ 
enthusiastic  manager  to  cover  maternity 
leave.  For  further  details  please  contact 
Bhavani  on  081-642  4200. 

M62  JUNCTION  21  (MILNROW,  LANCS) 
-  Locum  required  for  one  Saturday  per 
month  or  as  arranged  for  easily  run 
pharmacy.  Tel:  0706  39881. 

BLACKBURN,  LANCS  -  Pharmacist  re- 
quired to  work  Saturday  mornings.  Tel: 
0204  840751. 

ACCRINCTON,  LANCS  -  Pharmacist  re- 
quired to  work  regular  Saturdays.  Tel: 
0254  871563. 

SHEFFIELD  -  Energetic  locum  required 
for  busy  pharmacy  Oct  26  to  Nov  2.  Tel: 
0742  554361  (day)  0742  351943  (eve). 


SITUATIONS  WANTED 

EAST  LONDON  OR  ESSEX  -  Experienced 
pharmacist  available  for  long  term  locum 
from  September  1992.  Tel:  081-553  2835 
(eve). 

GREATER  LONDON  AREA  -  Experienced 
pharmacist  seeking  permanent  position 
—  no  late  evenings  please.  Tel:  081-888 
2851. 

SOUTHAMPTON  and  surrounding  area  - 


Booking  week  commencing  November  2. 
Competitive  rate.  Tel:  0794  68935. 

LONDON  SE  OR  NEAR  -  Pharmacist 
available  two  or  three  days  a  week.  Tel: 
071-701  5174. 

ILFORD,  ESSEX-Locum  pharmcist  avail- 
able for  Sundays.  Reasonable  rates.  Tel: 
081-599  0428  after  9.30pm. 

IN  OR  AROUND  LONDON  -  Experienced 
pharmacist  available  on  Sundays.  Rea- 
sonable rates.  Tel:  081-764  5040. 

PHARMACY  GRADUATE  seeking  pre- 
registration  training  anywhere  in  UK. 
Please  phone  Mr  Wan  on  061-230  6385. 


BUSINESSES  FOR  SALE 

LONDON  EC  I  AREA  -  Pharmacy  for  sale. 
No  goodwill.  Just  fittings  and  stock  at 
valuation.  Turnover  £140,000  inc  (600 
items  per  month).  Go  for  it!  Tel:  071-253 
1580. 


BUSINESSES  WANTED 

LONDON  AREA  -  Pharmacy  required  for 
freehold.  Must  have  a  turnover  of  approx 
400k  or  above.  NHS  items  over  2,000  per 
month.  Contact  Mr  .1  Patel  on  071-639 
4089. 


EXCESS  STOCK 


TRADE  LESS  25%  -  6  x  Humatrope  16iu 
inj  (exp  11/93)  Tel:  0634  574114. 

TRADE  LESS  40%+VAT  -3x15  Hoi  lister 
3558;  1  x  20  Hollister  7483;  3  x  10 
Hollister  7328;  4  x  50  Biotrol  irrig  sleeves 
3061;  2  x  30  Biotrol  32-440;  1  x  10  Salts 
washers  839001.  Tel:  0723  513106. 

2  X  30  AQUADRY  freedom  sheaths  736265; 
2  x  30  786284;  3  x  24  Questran  A  sachets; 
1  x  7  Iodosorb  sachets  3g.  Tel:  021-360 
7606. 

TRADE  LESS  50%+VAT+POSTAGE  -  10 

x  28  Zocor  lOmg  (exp  4/94).  Tel:  0902 
405842. 

MAKE  YOUR  LIST  and  swap  excess  stock 
with  me.  Ring  John  on  0482  54260  or  fax 
0482  501792. 

LESS  50%+POSTACE  -  Trental  400mg  x 
100;  Modecate  Cone  lOOmg  x  5;  300 
Isordil  30mg;  30  Indocid  supps;  60  Lisko- 
num.  Tel:  0232  324144. 

TRADE  LESS  40%+VAT+POSTACE  - 
Predenema  standard  tube  100ml  x  10 
(exp  1 1/92)  and  10  (exp  12/92).  Tel:  0243 
863090. 

TRADE  LESS  50%+VAT+POSTAGE  - 

Aquadry  bags  500ml  short  tube  (783471) 
x  10;  Clinimed  Biotrol  32-430  x  30; 
Convatec  pouches  S296  x  60,  S273  x  20, 
wafers  S243  x  10;  Biotrol  filters  (35-500) 
x  50.  Tel:  0502  572603. 
TRADE  LESS  40%+VAT  -  2  X  42  Qestran; 
100  Aldactone  25mg;  100  Aldactone 
50mg;  56  Securon  120;  40ml  Becotide 
suspension;  1  x  5ml  Suprefact.  Tel:  0623 
643801. 

TRADE  LESS  30%+VAT+POSTAGE  -  2  x 

30  Sandocal  lOOOmg;  1  x  56  Monit 
(20mg);  100  Serenace  lOmg  tabs;  2  x  90 
Exirel  lOmg  caps.  Tel:  0604  20008. 

TRADE  LESS  40%+POSTAGE  -  168  Vis- 
kaldix;  70  Burinex  A;  200  Sinemet  Plus; 
40g  Efudix  cream;  75ml  Suprax  paed 
susp;  112  Beta-Adalat;  120  Algitec;  60 
Meptid;  100  Lasikal;  100  Ismelin;  200 
Fluanxol  lmg.  Tel:  09603  52385. 

PANCREASE  CAPS  7  X  100  (EXP  2/93)  - 
Hollister  3535  (3  x  15),  7331  (2  x  10), 


1433  (2  x  10);  Colodress  S863  (2  x  30); 
Dansac  mini  caps  1944  (4  x  25).  All  trade 
less  50%.  Tel:  0761  434687. 
TRADE  LESS  30%+VAT+POSTAGE  -  97 

Tonocard  (exp  12/92);  30  Serophene 
50mg;  200  Orimeten  250mg;  9  Myocrisin 
inj  lOmg;  62  Rheumox  300mg;  72  Decli- 
nax  20mg.  Tel:  0963  250259. 


FOR  SALE 


PHARMATR I  EVE  R  (rotary  drugs  cabinet). 
Offers  welcome.  Tel:  0247  466363. 

RICHARDSON  PMR  -  Current  system 
maintenance  and  update  contract  paid 
until  Jan  93  £1,000  -  substantial  saving 
on  new  price.  Tel:  0285  810312. 

5  LOCKABLE  GLASS  CABINETS  19"w  x 
44"1  x  36"h;  3  lockable  pert  cupboards 
13"w  x  30"h  x  47"1.  Tel:  071-703  4097. 

COMPLETE  shop  metal  shelving  units 
(German)  -  One  year  old.  Cream  colour. 
10  Units  x  6  shelves.  Wall  stands,  3 
gondolas  x  4  shelves.  Tel:  0482  851121. 

CLASS  DISPLAY  COUNTER  length  6ft. 
Good  condition.  Can  be  illuminated. 
Need  space.  Quick  sale  £150  ono  -  must 
pick  up  -  Purfleet,  Essex.  Tel:  0708 
861013. 


PRICING  GUNS  -  spatulas,  measures, 
counter  unit,  labeller,  KL9  tablet  coun- 
ter, balances,  CD  cupboard,  mortar  and 
pestle,  fridge,  till,  illuminated  signs,  neon 
sign  etc.  Open  to  offers.  Tel:  0533 
544437. 


WANTED 


A  COMPLETE  LINK  2+  COMPUTER  SYS- 
TEM with  a  tape  streamer.  Good  condi- 
tion. Reasonable  price.  Tel:  071-987 
3493. 

OXYGEN  domiciliary  sets  wanted  Tel:  0708 
743341. 

OUT  OF  DATE  POLAROID  Image  or  5  x 
70  films.  Any  quantity.  Contact  Mr  Len 
Stead.  Tel:  071-622  6866. 

SALIVA  ORTHANA  LOZENGES  -  Tel: 
021-360  7606. 


ACCOMMODATION 

CABO  ROIG,  SPAIN  -  50km  south  of 
Alicante.  Close  to  all  amenities.  2  bed- 
roomed  luxury  apartment  with  shared 
swimming  pool.  Clean  sandy  beach  very 
close.  For  further  information  phone 
0634  574114. 


To:  Business  Link,  CHEMIST  &  DRUGGIST,  Benn  House,  Sovereign 
Way,  Tonbridge,  Kent  TN9  1RW. 

PLEASE  COMPLETE  IN  BLOCK  CAPITALS 

Surname  

First  names  

Address  

 Postcode   

Personal  RPSGB  Registration  number  

Telephone  number  

Proposed  advertisement  copy  (maximum  30  words) 


To  be  included  under  section  Heading  .  . 
Signed   Date 


Free  entries  in  "Business  Link"  (maximum  30  words)  are 
accepted  at  the  discretion  of  the  publishers  and  upon  space 
being  available.  Send  proposed  wording  to  "Business  Link", 
CHEMIST  &  DRUGGIST,  Benn  House,  Sovereign  Way, 
Tonbridge,  Kent  TN9  1RW.  Include  your  name,  the  full  name 
and  address  of  your  pharmacy,  or  personal  registration 
number,  and  a  day-time  telephone  number.  Alternatively, 
leave  the  details  on  our  answering  service. 

PHONE  24  HOURS  ON  0732  359725 
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Aboutpeople 


'IMor-way, 
Geordie  lass' 


Faced  with  an  influx  of 
Norwegian  tourists,  staff  at  Boots 
the  Chemist  in  the  Metro-Centre 
in  Newcastle  have  decided  to  put 
out  the  welcome  mat. 

Two  supervisors  from  the  store 
—  Denise  Dickson  and  Joyce 
Flynn  —  are  studying  Norwegian 
in  an  effort  to  make  shoppers 
from  across  the  sea  feel  at  home. 

The  basic  foundation  course 
will  enable  the  girls  to  exchange 
pleasantries  and  provide  basic 
information  about  products, 
prices  and  sizes. 

The  idea  came  from  Boots 


manager  Mr  Petrolino,  who 
raised  it  with  the  Metro-Centre. 
Tyneside  TEC  then  invited  North 
East  Export  Associates  to  tailor  a 
programme.  Collectables  and 
Argos  have  also  taken  part  in  the 
scheme. 

Apparently  the  cost  of  living  in 
Norway  is  such  that  it  makes 
financial  sense  to  travel  to 
England  to  do  the  shopping.  With 
Christmas  not  too  far  off  the 
number  arriving  from  Bergen  is 
expected  to  rise.  Does  anyone 
know  the  Norwegian  for  "Happy 
Shopping"? 


Mrs  Yvonne  Wilson  (right),  Nash  Drug  Company  Ltd,  Accrington  was  the 
winner  of  the  Otrivine-Antistin  competition  for  counter  assistants.  She  is 
pictured  here  with  friends,  enjoying  her  prize  of  a  weekend  away  aboard  a 
luxury  piloted  motor  cruiser  in  Cowes  and  Southampton 


Free-falling 
for  cancer 
research 

Two  employees  of  Nielsen  will 
take  part  in  a  sponsored 
parachute  jump,  in  aid  of 
Breakthrough  Breast  Cancer,  on 
Saturday,  September  19. 

Mandy  Belcher,  23,  and 
Richard  Tyack,  25,  who  both 
work  in  the  Health  and  Beauty 
division  of  Nielsen,  will  tandem 
jump  from  12,000  ft,  over  the 
Royal  Air  Force  base  in 
Weston-on-the-Green. 

The  jump  involves  free-falling 
while  strapped  to  an  instructor. 
The  pair,  who  have  never  made  a 
parachute  jump  before,  hope  to 
raise  £500  in  the  form  of 
sponsorship. 

Breakthrough  Breast  Cancer 
has  been  set  up  to  build  and  fund 
the  world's  first  Cancer  research 
Centre. 

Top  jobs  for 

Scottish 
p^airiruii-ai'c;  Lists 

Mr  William  (Bill)  Scott,  43,  has 

been  appointed  chief  pharmacist 
in  the  Scottish  Office  Home  and 
Health  Department. 

Mr  Scott  was  educated  in 
Scotland  and  is  a  graduate  of 
Heriot   Watt   and  Strathclyde 


Universities.  After  graduating  he 
joined  Nottingham  Health 
Authority  as  one  of  the  first 
resident  pharmacists. 

When  he  had  completed  his 
residency  he  was  appointed  to 
pharmaceutical  posts  within 
Lothian  Health  Board,  working  in 
the  Eastern  General  Hospital  and 
latterly  as  principal 
pharmacist  at  the  Western 
General  Hospital. 

Before  joining  the  Scottish 


Office  in  1990  as  deputy  chief 
pharmacist,  Mr  Scott  held  the 
post  of  chief  administrative 
pharmaceutical  officer  with 
Tayside  Health  Board. 

His  main  pharmaceutical 
interest  has  been  the 
development  of  clinical 
pharmacy  in  the  hospital  and 
community  environment. 

Mr  Scott  succeeds  Professor 
Graham  Calder  who  has  retired  to 
pursue  his  academic  interests. 


Wedding 
Bells  twice 
over  at  AAH 

Staff  at  AAH  Pharmaceuticals  in 
Speke  will  now  think  twice  before 
eloping  to  Gretna  Green  for  a 
secret  wedding. 

Debbie  Moran  and  Nicola  Jones 
who  both  work  at  the  factory, 
unknown  to  each  other  arranged 
their  weddings  for  the  same  time,  { 
on  the  same  day  at  the  registry 
office  in  the  small  Scottish  town. 
The  women  were  unaware  of 
their  identical  wedding 
arrangements  until  they  met  at 
the  Gretna  Green  registry  office. 

Nicola's  newly-wed  husband 
Clive  James  also  works  at  the  AAH  j 
plant,  as  a  project  leader.  Debbie,  i 
from  the  Woodlands  Estate,  j 
Netherly  married  Alan  Tennant. 

By  yet  another  strange 
coincidence,  the  two  wedding  | 
photographers  are  also  related. 


Mr  Eddie  Brown,  a  community 
pharmacist  in  Glasgow  has  been 
elected  president  of  the 
Proprietary  Articles  Trade 
Association  for  1992. 

Mr  Brown  is  chairman  of  the 
Scottish  Pharmaceutical 
Federation,  and  vice-chairman  of 
the  National  Pharmaceutical 
Association.  He  qualified  from 
the  Royal  College  of  Science 
and  Technology,  now  Strathclyde 
University,  in  1954. 
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Registered  at  the  Post  Office  as  a  Newspaper  19/17/8s.  Contents  ©  Benn  Publications  Ltd  1992.  All  rights  reserved.  No  part  of  the  publication  may  be  reproduced,  stored  in  a  retrieval  system  or  transmitted  in  any  form  or  by  any 
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John  Richardson 
Computer!  Lid 


When  you're  handling  high  volume  sales 
and  fast  customer  throughput,  you  need 
an  EPOS  system  that  can  deal  with  the 
workload. 

More  than  six  years  of  intensive 
development  has  madeJRC-POS  the  best 
electronic  point  of  sale  system  available. 

JRC-POS  enables  you  to  sell  any  product 
in  your  pharmacy  quickly  and  efficiently, 
including  items  without  barcodes.  It  even 
enables  you  to  alter  prices  and  add  new 
barcodes  instantly  while  making  a  sale  -  a 
must  in  today's  climate  of  "special  offers." 

JRC-POS  scans  nearly  50%  more  items 
than  any  other  system.  This  makes  a  world 
of  difference  in  a  busy  pharmacy  -  keeping 
customers  happy  with  quick,  efficient 
service  and  reducing  queues.  All  of  which 
is  good  for  your  business. 

Fully  automatic  ordering  from  any 
supplier,  shelf  tilling  lists,  dead-stock 
reports,  stock  valuations  and  much  more, 
make  JRC-POS  a  system  wholly  dedicated 
to  improving  your  business. 

And  by  telling  you  how  many  customers 
you  serve,  what  they  spend  and  when,  you 
have  an  accurate  guide  to  help  you  review 
staffing  levels. 

Little  wonder  that  those  using  a  JRC- 
POS  wonder  how  they  managed  before. 


HELPING  YOU  IMPROVE  YOUR  BUSINESS 

^Please  send,  without  obligation,  |  | 

JRC's  PMR  video  1 — 1 

Please  send,  without  obligation,  i 

JRC's  EPOS  video  <— 1 
Please  contact  me  to  arrange  a 

demonstration  visit  at  JRC's  premises  ' — ' 

Name:  


Address. 


Postcode . 


Tel:. 


Post  coupon  to: 
JRC  Limited,  FREEPOST,  Preston,  PR5  6BR 
or  telephone  0772  323763. 


Denture  wearers  aren't 


They're  younger,  wealthier  and  nearly  50%  only  wear  a  partial  denture  plate.  That's  why  Steradent'  is  investing  heavil) 


in  innovative  products  specially  for  this  growing  market.  Modern  time-saving  products  to  suit  these  new  customer: 

w  hat  th  ey  use  d  to  be 


along  with  additions  to  our  stable  of  top  performing  favourites  which  have  kept  us  the  u  n  contested  brand  leadei 


£  1,000,000  of  advertising  and  promotional  support  this  year  will  keep  Steradent  well  and  truly  front  of  mind.  Which 


means  your  sales  won't  be  what  they  used  to  be  either.  They'll  be  higher,  faster  and  more  profitable  than  ever  be/ore 


